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WORK. 


When Adam was turned out of the garden 
of Eden and forced to work, it was the mak- 
ing of him. If he had been permitted to con- 
tinue in his easy way of living we should 
none of us care to trace our genealogy back 
to him. He would not be a grandfather in 
whom we would take pride. Work is the 
making of anybody, and wise is the man 
that knows enough to recognize a_ blessing 
when he sees it. The man who thinks work is 
his enemy would better leave the life insur- 
ance business strictly alone, for he will find 
that it and hard work have formed an alli- 
ance to make him unhappy. If he has the 
right stuff in him, however, if he finds a de- 
light in good, honest labor, life insurance is 
waiting for him and offers him the. oppor- 
tunity of his life to be happy. Hard work 
is the one thing in this business for which 
no substtute can be found, and it is the one 
thing that wili bring success. 


THE convention days with their massive pa- 
pers and ponderous proceedings are fast ap- 
proaching. 


AGENTS SHOULD HAVE SCHEDULES. 


CONSIDERABLE complaint is heard among the 
local agents as to their inability to secure 
copies of the DEAN mercantile schedules that 
are being applied in several States. After a 
town is rated the assured wants to know what 
he shall do to have his rates reduced. The 
local agent is not in a position to advise him, 
because he does not possess a copy of the 
schedule. The rating bureaus are so busily 
engaged in making rates that ofttimes they 
have not the time to take up individual cases 
for weeks afterwards. 

It looks to us as if the companies would 
find it a wise investment to furnish these sched- 
ules to the agents, in order that the assured 
could have some reasonable explanation for 
his rate and see for himself after conference 
with the local agent what he might do to have 
his rates reduced. The assured is placed in 
the attitude of any ordinary business man in a 
plain business transaction. His rate has been 
made and he is told that under the present con- 
dition of his property that is the best that can 
be done.» He asks the plain question, “What 
can I do to reduce my rate?” He is entitled to 
information at once the same as would be fur- 
nished him in any other transaction of a busi- 
ness nature into which he enters. 

There has been some criticism as to the 
raters in that many of them are inclined to be 
autocratic and independent and thus antagon- 
ize the assured. The position of a rater is a 


very difficult one and besieged as he is with 








inquiries he is liable to ruffle the assured by his 
dictatorial manner. The local agents on study- 
ing the schedule might be of assistance in 
suggesting where improvements could be made. 
The assured is entitled to such knowledge as 
will assist him in reducing the hazard of his 
risk. The mutuals which do a specialized busi- 
ness have the advantage of the stock companies 
in making a definite statement to the assured, 
telling him that if he does certain things his 
rate will be a certain amount. The stock com- 
panies usually tell him to make his improve- 
ments and the rate will be fixed afterwards. 

The attitude of insurance companies to the 
public is a very important one as we see it, 
but we fear that the companies have been too 
indifferent to this feature of their work. The 
tendency has been to antagonize rather than 
conciliate. 

When the schedules were gotten out it was 
heralded abroad that the agents would thus 
have documents in their hands to defend the 
rates. Unless the assured can see the sched- 
ules for himself and understand what he is to 
do and what he is to receive after he does this, 
he will not be in a friendly frame of mind 
towards the companies. 

Underwriting and rate making should be 
carried on according to business principles and 
practices the same as any other occupation. In 
ordinary business transactions when two par- 
ties meet, the details of the transactions are 
well understood. There is no mystery and no 

This should be the case with rate mak- 
The assured is entitled to know why his 
rate is fixed at a certain figure and is also enti- 
tled to know when his rate is made what he 
can do to reduce it by improving the risk. 


delay. 
ing. 


We are informed that local agents are un- 
able to get the DEAN schedules. This should 
not be, even if it will be difficult for many 
agents to master these instruments. Even an 
ordinary mind certainly can grasp the reason 
for charges and what improvements can be 
made in a risk to reduce or eliminate these 
charges. The lccal agent of the future will get 
business by his keenness in mastering sched- 
ules by suggesting improvements in order to 
have rates reduced. We fail to see why it 
would not be a splendid investment for the 
companies to get out a large edition of the 
schedules in order to supply all who ask for 
them. Almost any local agent would be willing 
to pay a small price in order to receive one, if 
necessary. 


EQUITABLE FORCES IN CHICAGO. 

There are 500 managers and agents of the 
Equitable Life of New York in Chicago this 
week from the West and Northwest, who are 
invited because they filled their quota. A grand 
banquet was given Wednesday night, at which 
were present home office people. The speakers 
were Vice-president Tarbell, Western Superin- 
tendent H. H. Hoyt, W. E. Ten Broeck of 
Milwaukee, Elmer Dwiggins of Des Moines, 
Lou Wilkes of St. Paul, and Anna L. Amendt 
from the home office. Illinois and Wisconsin 
produced $3,000,000 during the last month in 
honor of Mr. Tarbell, $2,644,000 coming from 
Illinois, 





REFUSE STREET RAILROAD LINES. 


Several companies, both large and small, are 
declining street railroad lines in Chicago and 
elsewhere in view of the unfavorable experi- 
ence and liberality of the forms. Rates have 
been increased in Chicago, but still some offices 
find their entire quota of companies will not 
take a line. 





Hatt.—Ohio field men having business with 
the Hall-Harter agency at Akron should find 
it convenient to call there while Hall is feel- 
ing so-happy. It’s a son and heir, the first 
of his kind, and the old man is doing the 
proper thing. 


FIGURES FROM SEMI-ANNUAL RETURNS. 


Most American Companies Show Decreases 
in Net Surplus on Account of Confiagra- 
tion—Status of Foreigners, 


The Baltimore fire occurring in the first half 
of the year lends unusual interest to the semi 
annual statements of the fire insurafice com 
panies. Complete returns have just been se 
cured and show that the American companies, 
bearing the loss direct, have fallen off con- 
siderably in net surplus, while the foreign 
companies, most of which paid all or part of 
their losses by draft on the home office, made 
small gains. Following is a record of the 
gains and losses in surplus for the first six 


months of this year: 
tna b | 
Agricultural ..*1 SS 
Amer. Central.*2 







Atlanta Home. +5, 8S 
Atlanta, Bir.. sole 
British Amer... #85508 


Caledonian ...*168,059 
Citizens, Mo... *51,900 
Com. Union. . .# 396 
Connecticut 
Continental 
Fire Assn. ... 
Firemens F'd.. 
Georgia Home. 
German Amer.*2 
German, F'p't. 
Germania. 
Glens Falls . 
Ilam.-Bremen 
Hanover .. 
Hartford 






Lon, & Lan... 
Milw. Mech... 
Nation'l, Conn. *¢ 
New Hamp. ..*: 
Niagara 








North British.71! 
North German. 
North’n, Eng.. 
Norwich Union #71,539 
Orient . *60,710 


Palatine 


*91,406 
Pennsylvania .*233,002 





Phenix, N. ¥ 
Vheenix, Conn..*3: 
Phoenix, Eng 
TQueen 
Roch, 

Royal, 
Scot'sh 
St. Paul 
Springtield. 


German. *3. 


Union. 
*1 





Home. N. Y...*5 Sun, Eng. 
In. Co, of N. A.* Sun, La. 





Law U. &-C... 
LL & L. & G., 
N wand 


*16,596 


Traders ..... 
Union, Eng. 
Westchester 





N. ; #3001 
L & L. & G. 


P 4 Western, Can. 2,72 
Eng. ... ...*210,959 W'msb'g City. *126,156 
landon ...... hH25.8609 
*Loss, *Gain. £$500,000 converted into capital 
stock. 


Following are the net amounts received by 
foreign companies from their home offices: 





British Amer. . $293,428 *Nor. Union. . 
Caledonian North Brit. 
*Com. Union.. ; *Valatine ; 
Ilam.-Bremen 105,013 Phoenix, Eng.. 
Law U. &€ C.. 85,543 Royal ane tr 
"ae ee ee ES. Gcavae *Scot. Union . 
London ..... 41.850 *Sun 


Fase SO wcnsce Union Assur. . 
Northern .... 513,650 Western, Can. 
*No report of home office remittances. 








WASSON RETURNS TO CINCINNATI, 
A. M. L. Wasson, 


of the 
Franklin of Philadelphia for Illinois, Indiana, 
Kentucky, Ohio and West Virginia, finds that 
Chicago is not the proper headquarters for his 


special agent 


field. He came from Cincinnati to Chicago 
several weeks ago to make the test, but will 
now return to his old city and have his office 
there. 





FIRE LOSSES FOR AUGUST. 

The fire loss in the United States and Can 
ada for the month of August shows a total of 
$9,715,200, according to Journal of Commerce 
The losses by months for the first eight months 
of 1902, 1903 and 1904 are given in the fol- 
lowing comparative table: 

1902. 
. $15,082,800 

21,010,500 


1903. 
$13,166,350 
16,019,800 


1904, 
$21,790,200 
Hoos 000 


January. 
February 








March 12,056,600 9,907,650 
Serer 13,894,600 13 
=F 14. 866,000 16 
ny «tern 10,245,850 14.6 
a sSivns« 12,8 
August 8,42! 
Totals ..$104,559,400 $105,021,900 $194,172,850 





LUMBER LOSSES ARE NUMEROUS. 

The Buell lumber loss at Gaylord, Mich., 
following the Toledo and Cincinnati lumber 
fires, calls attention to the numerous losses on 
that class this year. Most companies have a 
very unfavorable experience. 

A petition has been filed at Grand Rapids 
for the dissolution of the Grand Rapids Fire 
Insurance Company, which reinsured all its 
business in the National of Hartford in 1901. 

A. L. McCrae of Chicago has been appointed 
western correspondent of the Traders Fire of 
Canada for surplus lines. It is a conservative 
institution. 

The annual meeting of the officers and man 
agers of the Royal and Queen will be held 
this year in Quebec, on September 16. 
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AGENT REVIEWS CONDITIONS 


CALLS ATTENTION TO SULLARD CASE 





Address of President O. H. Clarke of the Min- 
nesota Local Agents Association, Before 
the Annual Meeting. 


QO. H. Clarke of Duluth, who has just re- 
tired as president of the Minnesota Local 
Agents Association, reviewed conditions in his 
annual address from a local agent’s stand- 
point. He said in part: 

“During the past twelve months much has 
occurred in the business of fire insurance that 
should quicken our thoughts and bring to the 
fore any reserve resources that we may have 
in our power. 

linnesota Has Fared Well. 

“So far as our own particular State is con- 
cerned cr our own state organization is in- 
terested, there has been but little, if any- 
thing to cause disturbance or uneasiness, but 
the awful destruction of property by fire since 
the first of the year at Baltimore, Rochester 
and cther points throughout the country nat- 
urally makes the local agent restless and un- 
easy, because every agent likes to make money 
for the companies represented by him. The 
tendency of the companies to cut down ex- 
peuses, by the reduction of commissions, and 
the inclination to reduce the number of agen- 
cies, especially in cities above fifty thousand, 
all tend to make us feel more or less insecure 
in our line of business. 

“The Yonkers injunction is another dis-+ 
turber of our peace, and it seems as if we 
barely get through with one serious matter 
before another confronts us. This year it 
would appear as though we had more on hand 
than should justly fall to our lot, but I have 
faith in our organization and believe that or- 
der all along the line will be brought out of 
chaos, and the life of the agent assume a 
more tranquil state. 

Discusses Loss Proposition. 

“As to the first proposition, losses, I feel 
that the destruction of property by fire will 
never be fully overcome so long as property 
exists, but much can be done to reduce the 
cnormous losses by close attention of the agent 
to his business. I mean by this, careful under- 
writing and a personal and complete knowl- 
edge of the risk by the agent writing it. 
Cleanliness of both the risk as well as its 
owner is essentially necessary in the primary, 
for I maintain that one who is not cleanly 
and orderly in his habits will not be likely 
to keep his premises clean; his personal habits, 
you will find by observation, mark the char- 
acter of the man and his risk and his methods 
of doing business will be in keeping with his 
person. 

Believes in Careful Inspection. 

“So I would inspect both carefully in the 
first instance and become well acquainted with 
the risk and the man as fast as possible, and 
this will help the situation some. The au- 
thorities in the cities and towns will improve 
upon the present methods for the extinguish- 
ment of fire, and the methods of construction 
will be so improved that a permanent reduc- 
tion in the fire loss ought to come ere many 
years have passed. 

Advocates a Fire Marshal Law. 

“T believe we should urge the members of 
the next legislature to enact a law similar to 
one which they have in several other States 
known as the ‘fire marshal law.’ Many fires 
we know are of incendiary origin, but because 
of the difficulty and the danger of compro- 
mising the companies interested, thorough in- 
vestigation is rarely made and the incendiary 
collects his insurance and oftentimes repeats 
the crime; or, if not, his neighbor, knowing 
the ease with which’ the incendiary got his 
money from the insurance companies, con- 
cludes to adopt the same means of ‘raising 
the wind,’ and so the contagion spreads and 
the losses keep up. If the element of incen- 
iarism could be completely ‘cut out’ of the 
business, rates would be materially reduced 





GENERAL AGENTS. 


Do you want a special —. ag oe 
daily report examiner, map clerk, book-- 
keeper? If so, use a WESTERN "Unver- 
wrITeR Want Ad, One dollar first inser- 
tion, 75 cents each subsequent insertion. 














on every class. The passage of the fire mar- 
shal law will help to bring this change about, 
and should, in my opinion, be urged and sup- 
ported by every member in the organization. 
Let us make it a part of our business this 
winter to secure the passage of such a haw. 
Centralization of Agencies. 

“As to centralization of the agencies, the 
fever to enlarge one’s business, to spread out 
and become great, seems to have struck a 
good muny members of our fraternity; in 
some instances, combination of agencies is an 
expediency, in others (and now I am speaking 
of the majority) it is done undoubtedly with 
a view of increasing the business and decreas- 
ing the expense. 

“I believe that in most instances the objects 
sought are not found, and the results most 
disappointing. It is not natural for any man 
to take as much interest in a business where 
there are a number interested as he does in 
a business owned and controlled entirely by 
himself; hence the business is apt to decline 
in the gross rather than to increase. Then, 
too, we find we cannot run a large business 
without naturally increasing our expenses, 
more and better room, more help, more ad- 
vertising and more extravagance creeps in, 
and when the year ends and the balance sheet 
is made up, many find that the combination 
from which so much was expected is a fail- 
ure, so far as the agents’ profits are con- 
cerned, and the companies represented have 
not been benefited. 

Compe’ ition Is to Be Desired. 

“Competition in the business is a good thing 
for all concerned; it keeps the agent alive and 
it keeps the average risk in better condition, 
because competition stimulates the agent, and 
he takes a keen and lively interest in every 
risk within his territory, and is constantly on 
the lookout to see if he cannot suggest some- 
thing that will improve the character of the 
risk and thus reduce the rate, and eventually 
get the line, or, at least, a part of it. Take 
away competition and you spoil the agent, and 
an increased fire hazard is sure to follow. 
Let us then not be carried away with the idea 
that, by making agency combinations, that we 
are benefiting anyone, for in most instances 
it is a ‘delusion and a snare.’ 

Comment on Yonkers’ Case. 

“Coming now to the very important part of 
our paper, namely, the Yonkers injunction, 
there is much that might be said, but I prefer 
to limit myself to very few words on the sub- 
ject, because I look upon the decision as a 
most preposterous proposition and one that 
the agent will fight to the death. Let there 
be no misunderstanding as to where we stand. 
We will fight it from now until doomsday, if 
necessary, but I cannot bring myself to be- 
lieve that any respectable insurance company 
would take the mean advantage that the in- 
junction suggests; so, until a final decision is 
reached, I prefer to reserve the expression of 
such thoughts as naturally come to each and 


every one of us when the matter is up tor 
discussion until the final decree. 
“Let us stand firmly together, and, if 


necessary, raise an additional fund to fight it, 
and fight it as long as there is a dollar in our 
pockets or a breath in our bodies. 

Advocates a Strong Fight 

“The National Association has the matter 
well in hand, but we should keep it well sup- 
plied with funds with which to meet the nec- 
essary expenses of the litigation, and I would 
recommend that the several local associations 
throughout the State send such amounts as 
they may be able to spare from their asso- 
ciation treasuries or as they may be able 
to raise by subscription to the treasurer. 
There will probably never be anything 
in the future that will mean more to 
the agent and his business. It is your very 
existence, and every agent should fight tis 
decision as though he were fighting for his 
life. I believe we can have the injunction 
quashed and win out, but it will take money 
to do it; therefore, let our donations be liberal. 

Three Cardinal Virtues. 

“Finally, ‘let not the faithful become weary 
in well doing,’ but let us strive to do risht 
in all things, keeping the tone of our vocation 
fully up to the standard that it has enjoyed 
for many years past, never losing sight of the 
fact that honesty, veracity and punctuality are 
the three cardinal virtues upon which every 
successful business or association is founded 
and by which the business public gauge your 
worth and finally fix your value.” 





POINTERS 2 


FOR LOCAL AGENTS, 














Harry Fox, Chicago manager of the Mil- 
waukee Mechanics, has gotten out a leaflet 
giving prices on Chicago buildings, which is a 
valuable document to have at hand in esti- 
mating construction. With a few modifica- 
tions these prices prevail everywhere. The 
leaflet is reprinted in full as follows: 


Wuat Cuicaco Buitprncs Cost. 


Up-to-date table for estimating the approxi- 
mate value of buildings in Chicago and Cook 
county, at present, 1904, prices of labor and 
materials. Compiled by prominent Chicago 
builder and architect of wide experience. 

An invaluable aid to fire insurance brokers, 
agents and real estate and loan men. 

Cost of building new at....cents per cubic 
foot in structure. To obtain cubic feet, multi- 
ply length of building by the width and then 
by the average height, measuring from bottom 
of basement to square of roof. 


DWELLINGS. 


Frame.—Shingle roof, pine floors and trim, 
two coats of paint inside and outside, no bath 
room or furnace, plain finish, 6 to 8 cents. 

Brick.—Same class, 8 to 10 cents. 

Frame.—Shingle roof, hardwood floor in 
hall and parlor, bath, furnace, fair plumbing, 
8 to 9 cents. 

Brick.—Same class, composition roof, 9 to 
II cents, 

Frame—Shingle roof, hardwood floor and 
trim on first floor, pine floor and Georgia pine 
trim on second floor, good plumbing, furnace, 
artistic design, some interior ornamentation, 
well painted, Ir to 13 cents. 

Handsome Brick.—Pressed brick and stone 
trim front, artistic design, hardwood floors 
and trim throughout, good plumbing, furnace, 
tasty interior ornamentation, very desirable 
residence, 12 to I5 cents. 

First-Class Brick—The kind you find on 
Chicago’s boulevards, pressed brick and stone- 
trimmed front, hot water or steam heat, elab- 
orate design and interior ornamentation, hard- 


wood floors and trim throughout, best of 
plumbing, 15 to 20 cents. 

Palatial Stone—Quarter-sawed oak or 
mahogany trim, hardwood floors, indirect 


steam heat, extra plumbing, very artistic de- 
sign, ev ery modern convenience, 20 to 35 cents. 


BARNS. 

Private Barns.—Frame.—Shingle roof, 
painted, good foundations, stalls and_ bins 
complete, 5 to 8 cents. 

Private Barns.—Brick.—Composition roof, 


stalls and bins complete, 6 to 10 cents. 


FLATS. 
(Complying with City Ordinance.) 

Frame.—Shingle or composition roof, hard- 
wood floors and trim, good plumbing, fur- 
nace, artistic design, well painted, 8 to 9 cents. 

Brick.—Pressed brick front, composition 
roof, good plumbing, furnace, bath, Georgia 
pine or oak trim, hardwood floors, 10 to 12 
cents. 

First-Class Brick—Pressed brick and stone 
front, hot water or steam heat, elaborate de- 


sign, interior ornamentation, hardwood 
throughout, best of plumbing, 12 to 15 
cents. 


Palatial Stone.—Quarter-sawed oak or ma- 
hogany trim and hardwood floors, steam heat, 
extra plumbing, artistic design, every modern 
convenience, marble entrance, 15 to 25 cents. 


CHURCHES AND SCHOOLS. 

Frame, 9 to II cents, 

Brick, 10 to 12 cents. 

Stone, 15 to 23 cents. 

If slate or metal roof, add % cent per foot 
to above. 

STORES AND FLATS. 

Stores first floor and flats above, 
three stories in height. 

Frame.—Composition roof, pine floors and 
trim, bath, furnace, fair plumbing, 9 to 10 
cents. 

Brick.—Pressed brick, stone trimmings, 
hardwood floors and trim, good plumbing, hot 
water and steam heat, 10 to 12 cents. 

STORE BUILDINGS. 

Frame.—Ordinary construction, 


two to 


gravel or 


metal roof, hydraulic elevator, 4 to 6 cents. 
5 to 7 cents. 


Brick.—Same construction, 
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BUILDINGS OF LARGE AREA. 


Brick and Stone.—For factories and ware- 
houses, 3% to § cents. 


FIREPROOF OFFICE BUILDINGS. 

Brick and Stone—Steel construction, every 
modern convenience, measuring sixteen feet 
below sidewalk to top of roof, omitting courts, 
35 to 55 cents. 

South end Monadnock, Chicago, 
cents per cubic foot. 

The Rookery building, 
cents per cubic foot. 

The Champlain building, Chicago, cost 40 
cents per cubic foot. 

The Masonic Temple, Chicago, cost 58 cents 
per cubic foot. 

Columbus Memorial, Chicago, cost 55 cents 
per cubic foot. 


cost 35 


Chicago, cost 45 


FIREPROOF STORES, FACTORIES AND WAREHOUSES, 


Brick, stone and steel construction, modern 
equipment, 12 to 20 cents. 


FIREPROOF APARTMENT BUILDINGS, 


3rick, steel and concrete construction, mod- 
ern conveniences, 15 to 25 cents. 


ESTIMATES OF DEPRECIATION. 


The figures given above are for new build- 
ings. To ascertain the present value, a dis- 
count between old and new buildings should 
be made as follows: 

Brick, occupied by owner, %% 
per year. 

Frame, occupied by owner, I to 2 percent 
per year. 

Brick, occupied by tenant, 14 to 1% percent 
per year. 

Frame, occupied by tenant, 144 to 2% percent 
per year. 

These figures for depreciation are to in- 
clude buildings where ordinary repairs have 
been made. If extraordinary repairs have 
been made the discount should not be so heavy. 
Exercise good judgment as to depreciation and 
when you are certain what the present worth 
of the building is, insure it for about 80 per- 
cent of same. 


to I percent 


Cost or LAnor AND MATERIAL FoR ESTIMATING 
Revatrs To BUuILDINGs. 
PAINTING. 


Multiply the length by the width and divide 
by 9, and the result will be the number of yards. 
Door and window spaces are counted at so 
much an opening. Lattice work and _ stair 
balusters are counted double. 

Two-coat work costs 15 cents per square 
yard. 

Three-coat work costs 20 cents per square 
yard. 

Painter labor costs 45 cents per hour. 

Calcimining costs $3 to $7 per room. 


WALL PAPER. 

Ascertain the superficial contents of the wall 
by measuring the height and width, then mul- 
tiply the heighi by the width and divide the 
product by 32, the number of square feet in a 
roll. The quotient will be the number of rolls 
required. 

Cost of hanging, 15 to 30 cents per single 
roll for ordinary work. 

CARPENTRY. 


Doors complete with frames, placed in posi- 
tion, not painted, $6 to $10 each. 

Fancy oak front doors, $12 to $16 each. 

Windows, sash, frame, casing, cords, 
weights, complete, put in, $6 to $10 each. 

Carpenter labor costs 50 cents per hour. 

FLOORING, CEILING, WEATHER-BOARDING, 

To find the number of feet of flooring, ceil- 
ing or weather-boarding in a space, multiply 
the length by the width and add one-fourth 
the amount for waste, tongues and grooves. 


SHINGLES. 

Four and one-half inches to the weather, 
1,000 will cover a square (1oxto feet). 

Five inches to the weather, 800 will cover a 
square (1oxte feet). 

This is for common gable roofs. 

For hip roofs add 10 percent. 

Best grade of shingles cost $3.50 per thou- 
sand. 

Cost of labor for putting on 1,000 shingles, 
$2.50. 

ROOFING. 

Gravel roof, three-ply, costs $3.50 per square 
(10x10 feet). 

Gravel roof, four-ply, costs $4 per square 
(10x10 feet), 





Gravel roof, five-ply, costs $4.25 per square 
(10x10 feet). 

Siate roof, ordinary black slate, costs $10 to 
$12 per square, 

Slate roof, fancy, green and red, costs $15 
to $30 per square. 

Best tin or galvanized iron roofing, costs $90 
to $12 per square (10x10 feet) painted. 


MASONRY. 
Mason labor costs 55 cents per hour. 
Mason’s helper, 35 cents per hour. 
CHIMNEYS. 

Ordinary single flue chimneys cost 75 cents 

to $1 per lineal foot. 
PLASTERING. 

Multiply the length of ceiling by the width, 
do the same with each side wall and add all 
together, divide by 9 and the result will be 
the number of yards. It will take 1,400 lath, 
three barrels of lime, one and one-half yards 
of sand, oné bushel of hair and twelve pounds 
of nails for too yards. 

Plasterer labor costs 56% cents per hour. 

Plasterers’ helper, 37% cents per hour. 

Two coats of plaster cost 25 cents per square 
yard, put on. 

Three-coat work costs 30 cents per square 
yard, put on, 

For cement plaster, figure 5 cents per square 
yard extra, 

ELECTRIC WIRING. 

To estimate cost of electric wiring in ordin- 
ary buildings, ascertain the number of lights 
and multiply same by $2. 

GAS PIPING. 

To estimate cost of gas piping in ordinary 
buildings, ascertain number of lights and mul- 
tiply by $2. 

PLUMBING, 

To estimate the cost of plain plumbing for 
ordinary buildings, comprising one 30-gallon 
boiler, one enameled kitchen sink, one enam- 
eled bath tub, one washout closet, one marble 
washbowl. ‘The average cost for above plumb- 
ing, fixtures, waste and vents complete, multi- 
ply the number of fixtures by $30. 

Plumbing labor costs 56% cents per hour. 

In Ohio the valued policy law requires (Sec. 
3043) that “any person, company or associa- 
tion, hereafter insuring any building or struc- 
ture against loss or damage by fire or light- 
ning, by a renewal of a policy heretofore is- 
sued, or otherwise, shall cause such building 
or structure to be examined by an agent of the 
insurer, and a full description thereof to be 
made and the insurable value thereof to be 
fixed by such agent.” 





DRY SYSTEM TEST WAS SUCCESSFUL. 


Sprinklers Worked as Effectively Under Dry 
System as Under Wet in Extinguish- 
ing Fires in Electric Cars. 


A test of the dry-pipe system of sprinklers 
was made at the Quincy street barns of the 
Cleveland Electric Railway Company on Tues- 
day of last week. The arrangements were the 
same as with the ordinary system and proved 
fully as successful as, the first trial. C. H. 
Patton, manager of the Cleveland Inspection 
Bureau, is preparing a report on these tests 
from the standpoint of an inspector. He says 
they were a success and as such will be in- 
teresting to all underwriters. 

In all particulars the last test was the same 
as the first. Two cars were used, one being 
fired inside and the other underneath. En- 
gines were used to furnish the extra pressure 
that will be supplied by permanent tanks when 
the system is installed. It is said that an im- 
mense amount of water is thrown into the 
cars. The pipes are so arranged that the 
water is thrown into the windows and also 
the transoms in the “Texas” of the cars. 





WILL ASSIST IN GETTING QUARTERS. 


Those who are planning to attend the na- 
tional convention of Local Fire Insurance 
Agents at St. Louis, Mo., on October 18 to 21, 
1904, may secure hotel or boarding house reser 
vations and other information regarding 
thereto by corresponding with the chairman of 
the committee on local arrangements of the 
St. Louis Agents Association, John R, Goodall, 
Century building, St, Louis, Ma, 





AS SEEN FROM CHICAGO. 








WORKING ON A BREWERY COMPANY. 

A Chicago man is working on the organ- 
ization of a stock company, which will insure 
breweries and brewery property only. He 
proposes to divide the stock among prominent 
brewery interests, and already has promise 
of the co-operation of large concerns. He 
proposes to limit the dividends to a certain 
amount, and after reaching a certain surplus 
will return each year the excess funds in 
the way of extra dividends, and thus work 
in a way on the mutual plan. 

++ ae ' 
FIGURING ON TORNADO LIABILITY. 

Several companies are now figuring on 
their tornado liability in St. Louis, Louisville 
and some of the cities that are heavily in 
sured from a tornado standpoint. It is very 
difficult to get at the amount of liability that 
a company is justified in carrying and there 
is no standard by which to gauge it. A tor- 
nado is more of a freak than any other of 
nature’s elements, and hence it is impossible 
tc tell what course it will take or what dam- 
age it will do. In case of fire some judgment 
can be. formed as to possible damage. St. 
Louis cannot be said to be in a tornado belt, 
although the storm of a few years ago was 
very disastrous. It is likely that a few com- 
panies that have gotten frightened will de- 
crease their tornado. liability in heavily in- 
sured cities. 

+t at 
CO-OPERATION ON TORNADO POLICIES. 

The subject of tornado policies is becoming 
a question for more consideration, especially 
in view of this year’s losses. It is found that 
very few companies have similar policies. 
Some of the companies have been putting 
liberal features and hence when a loss occurs 
the insurance is often not concurrent. A 
movement is on foot among some of the com- 
panies to get uniform policies. 

Another feature is the lack of co-operation 
on tornado policies. One of the western de- 
partments has written to the other companies 
asking if they will agree to require the 50 per- 
cent coinsurance clause on all property worth 
$25,000 or more in Minnesota. Most of the 
companies attempt to find the value of property 
before issuing a tornado policy, but they fre- 
quently ascertain when a loss occurs that the 
property is greatly under-insured. Some of 
the losses in St. Paul and Minneapolis brought 
out the fact that there was small insurance ‘to 
value. Manager Whitlock of the Glens Falls 
states that he requires the coinsurance clause 
on every tornado policy that the company 
writes. He does not believe in restricting co 
insurance to property worth $25,000 or more, 
but thinks that the lack of coinsurance brings 
harmful results in smaller policies. He be 
lieves in having a value clause of some kind 
on tornado policies if coinsurance is not al 
lowed. 

+e + 
CYCLONE-TORNADO INSURANCE. 

The Connecticut has gotten out a letter to 
agents that gives in a concise way all argu 
ments as to tornado insurance. It reads: 

“Certain information regarding the nature 
and results of cyclones and tornadoes are facts 
and not guesses. That they occur during 
every month in the year at some point. That 
they are due to atmospheric conditions possible 
and probable everywhere. That 


iC every veal 
millions of dollars worth of property and 
many lives are destroyed. That no precau 


tions can prevent and no safeguards protect 
against this force. That large cities are no 
more exempt than the smallest hamlet. That 
a. stone block in the heart of the city is not 
more secure than a small cottage, if in the 
path of the storm. 

“That dwellings and barns, churches, school 
houses, stores and stocks of merchandise, farm 
buildings and live stock are alike an easy 
prey. That whole towns have wiped 
out, 

“That the storms of the last week, covering 
such widely separated areas as Missouri, New 
York, Minnesota, Manitoba and South Dakota, 
are proof of above, That the time and place 


been 


where the next storm will strike are unknown 
That no locality is exempt, 


That the only 
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sure way of avoiding personal loss is to take 
out cyclone and tornado insurance in a reli- 
able company. 

“That cyclone and tornado insurance is no 
important than fire insurance. That 
cyclone and tornado insurance is especially im- 
portant for mortgagees where loans are made 
on real estate security, as the destruction of 
the buildings without tornado and_ cyclone 
insurance would materially decrease the value 
of the security. That cyclones and tornadoes 
will continue te occur, and prudence will pro- 
vide against the inevitable property loss by 
taking Out a policy of insurance. 

“We believe our agents will concur in the 
foregoing and take action accordingly. If any 
of them differ with our views we would be 
glad to know why. From those who concur 
we would appreciate suggestions as to the best 
method of advertising cyclone-ternado insur- 
ance, 


less 


++ at 
WESTERN SPRINKLED RISK COMPANIES. 
Several inquiries have been made as to the 
companies belonging to the Western Sprinkled 
Risk Association. They are the Glens Falls, 
New Hampshire, Delaware, Reliance, German 
of Freeport. Agricultural, Willamsburg City, 
National Union of Pennsylvania, Germania, 
American of New Jersey and Security of 
Connecticut. 
++ ++ 
ELECTRIC CAR-BARN LOSSES. 
According to statistics electric car barns have 
been a losing proposition for insurance com- 
In Chicago from 1901 to June 1, 1904, 
inclusive, the amounted to $425,000. 
From 1901-1903. the losses in St. Louis were 
In New York City the last three 
vears’ losses were $650,000. In the balance of 
the United States outside the three cities 
named, the losses for the last three years were 
$3,207,000, making a grand total of $4,737,000. 
++ ++ 
SALARIED SOLICITORS IN CHICAGO. 
lhe subject of salaried solicitors, which was 
brought up by Vice-President Kline, of the 
Continental, when he joined the Chicago Un- 
derwriters Association, is apt to come before 


patiies. 


losses 


$455,000, 


it again in the near future, as a number of 
inembers feel that in some cases certain offices 
are paying excess commissions in the way of 
salaries. An instance is cited where an ofhce 
is catering to brokers and offers to put them 
on a salaried basis. The Continental feels that 
this is one of the weak spots in the Chicago 
board and others seem to give this opinion 
their support. Each side has its full quota of 
defenders. 
++ + 
PLAN WILL BE PRESENTED. 

Nothing will be done by the governing com- 
mittee of the Union as to the conflagration 
hazard until the next meeting of the Union, 
when the plan of the committee will be given 
to that organization. The work on the con- 
flagration hazard will prove a most important 
and interesting part. of the governing com- 
mittee’s report. It is the idea of the com 
mittee to place its plan in effect in the larger 
cities and towns after the meeting. The plan 
contemplates making charges for deficiencies 


in waterworks and fire departments — until 
these are remedied. It also will make 
charges for vertical and wall openmgs, as tt 
helieves that these are conducive to confia 
grations 
++ ++ 
TO INSURE HIGH-CLASS HORSES. 


Hall & National Life 
Chicago, have made arrangements with Lon- 
don Lloyds to cover insurance on thorough- 
bred horses anywhere in the United States, 
Canada or Mexico which ate engaged in flat 
lhey will also cover high-grade rid- 


Hlenshaw, building, 


racing. 
ing and driving horses against death by nat 
ural causes, accidents, ete. The London 
Lloyds will require a certificate from a re- 
sponsible veterinary surgeon, certifying that 
the horsé is in good condition and not over 
twelve vears old. No insurance will be writ- 
ten on horses worth less than $500. The rate 
is 6% percent and a brokerage of 1o percent 
will be paid to insurance agents. There has 
been a great demand for insurance on horses, 
as outside of the Ohio & Indiana Live Stock 





Insurance Company there are no other stock 
companies that insure horses against accident 
or death, except by fire. There are a num- 
ber of mutuals, but their indemnity is not sat- 
istactory. 
++ ++ 
CHICAGO LOSSES ARE GIVEN. 

The Chicago fire insurance patrol shows 
losses paid by insurance companies for the 
first six months of 1904 to have been $2,448,- 
320. ‘These losses are taken from actual ad- 
justments. The fot the same period 
of 1903 were $2,678,246. 

++ 
AMOUNTS COMPANIES REINSURE. 

Insurance Economics presents a table show- 
ing the amounts of business in force that fire 
companies reinsure. The Citizens of St. 
Louis reinsures 71.2 percent, most of it in the 
Hartford, which owns the former company. 
The Commercial Union of New York rein- 
sures 32.1; Providence-Washington, 29.4; 
Scottish Union, 26.2; United States Fire, 21.1; 
L. & L. & G, 20.2; Royal Exchange, 20.1. 
The other companies reinsuring over 10 per- 


losses 


cent are Atlanta-Birmingham, 15.5; tna. 
12.3; American of Pennsylvania, 12; Fire- 
mans Fund, 13.2; Georgia Hozne, 11.4; Ger- 


man American, 18.5; Hanover, 12.6; Home of 
New York, 17.6; Home of California, 13.1; 
Indemnity, 19.7; Milwaukee Mechanics, 10.4; 
National of Hartford, 15.7; Niagara, 12; Peli- 
can, 17.3; Pennsylvania, 10.9; Springfield, 13.7: 
Virginia F. & M., 13.1; London & Lancashire, 
11.9; Phoenix of England, 18.2; Royal, 13.4: 
Palatine, Union of England, 16.2. 

Some of the low reinsurance ratios are Con- 
tinental, 2.4; German of Freeport, 1.1; Globe 
& Rutgers, 1; Hartford, 1; Agricultural, 4.2; 
Federal, 2.9; Phoenix of Hartford, 4.5. 

++ a 
CUT RATES CHARGED. 

The Catholic Mutual Relief Society of 
America of Omaha, Neb., it is alleged, has 
for some time been securing insurance at cost 
rates on Catholic property throughout the 
United States, and it is further alleged that 
in many cases the liability is being reinsured 
in union companies. An effort is being made 
to authenticate the allegations. 

5 id ++ 
““DEACON’’ LOWELL IS ARRESTED. 

“Deacon” W. A. Lowell, who has just re- 
turned to Chicago, after seeing his National 
Insurance & Investment Company, with head- 
quarters in Oklahoma City, go into the hands 
of a receiver, has been arrested in Chicago 
on charge of conspiracy to obtain money by 
false pretenses in connection with the issuing 
of policies by the United Fire Underwriters 
of Chicago. The “Deacon” is claimed to have 
heen a director of this concern. Last year 
he agreed with the Illinois department to pay 
a fine of $1,000 and retire from the wildcat 
business in Illinois. He then went to Okla- 
homa City. George E. Robins was _ recently 
arrested as being the manager of this con- 
corn. 


12.5; 








SPECIAL AGENTS’ BOOKS. 


We have several forms of special agents’ 
field, loss and agency record books. Sam 
ple pages sent on application. 

Tue WESTERN UNDERWRITER COMPANY. 

















A COMPANY 
AN AGENT 
YOU A CLERK 
A POSITION 
AN INSPECTOR 


WANT A BOOKKEEPER 


If so, use a WESTERN UNDERWRITER 
Want Ad. 

Set in uniform style, not over one inch, 
single column, without display type. 

$1 first insertion, 75 cents each subse- 
quent insertion. 


DO 























OHIO AND WEST VIRGINIA. 


COMPLAINT MADE ON COINSURANCE. 








Statement Made That Some Oompanies Are 
Inclined to Force the Issue En- 
tirely Too Far. 


Some complaint is being heard in Ohio as 
to the zeal shown by certain companies in en- 
deavoring to force coinsurance. Coinsurance 
is not now in conflict with the Ohio law, and 
in consequence some companies are said to be 
taking advantage of the fact. This effort will 
likely react against the companies and hasten 
the return of adverse legislation. It wouid 
seem that the assured ought to be given the 
option at any time of having coinsurance or 
not, and, if he does not take it, a sufficient rate 
should be placed on the risk to overcome the 
lack of coinsurance. ‘ 





ASKS IF SPECIAL FORI1 MAY BE USED. 


Cleveland Library Board Seeks to Have Poli- 
cies Cover the Cost of Replacing Old 
and Rare Books. 





QO. M. Stafford, the Cleveland local agent, 
who is chairman of the building committee of 
the Cleveland Public Library, has issued a 
circular to insurance companies that have lines 
on the library to ascertain the amount of in- 
surance to be carried and what policy or plan 
would be used in fixing the value of the prop- 
erty should a fire occur. The statement is 
made that it is difficult in adjusting losses to 
get insurance companies to recognize the value 
of old books that are difficult to replace, in- 
surance companies insisting on fixing the value 
as if they were second-hand works. Mr. Staf- 
ford states that it is the purpose of the library 
board to insure approximately 80 percent of 
the cost of the books. He states that if the 
board cannot collect the cost of the property 
destroyed it will be useless to effect insurance. 
If the board is unable to collect from the in- 
surance companies, in case of loss, an amount 
which would practically replace the volumes 
destroyed, the library board would find itself 
unable to continue serving the public, as the 
annual expenses of the board absorb practically 
all the yearly income from taxation, and there 
is no law to permit the issuance of bonds for 
the purchase of books. Mr. Stafford claims 
that a large number of books owned by the 
library, which are necessary to its service, have 
a sound value up to the amount which would 
be required to replace the books, independent 
of the age of the volumes, keeping in mind the 
fact that the library constantly keeps them in 
repair. He asks if the following endorsement 
on the policy would be satisfactory: “In case 
of loss under the term ‘contents’ as used 
herein, the loss shall be adjusted and paid on 
the basis of the cost of reproducing and replac- 
ing the property so destroyed.” 

Most of the companies will not agree to this 
endorsement, on the ground that it will be 
impossible to make exceptions for institutions 
of this kind. as, if one exception is made, 
companies will be called upon from all quar 
ters on similar requests. The companies take 
the ground that the policy provides for the 
payment of losses and law and custom have 
established forms by which shall be 
adjusted. If there is a disagreement, the sub 
ject can go to an appraisal. The companies 
think that the usual terms of the policy are 
sufficient to cover all tosses without specific 
endorsement attempting to fix the value before 
the loss occurs. 


le mses 





NEW AGENCY AT MANNINGTON, W. VA. 

Arthur G. Clayton has retired from the 
firm of Furbee & Clayton’ at Mannington, 
W. Va., and opened an agency of his own. 
Miss Adaline Johnson temporarily succeeds 
him in charge of the old agency. Mr. Clay- 
ton is a young man of ability and consider- 
able experience in the insurance business and 
is likely to make a success of his own agency. 
He represents some fine fire companies, in- 
cluding the Phenix of Brooklyn and the Pent:- 
sylvania Fire. and will devote most of his 
attention to fire insurance, although he rep- 
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resents the Mutual Life of New York, Trav- 
elers and plate glass and steam boiler com- 
panies. 
++ ++ 
CLEVELAND LUMBER FIRES. 

Cleveland insurance men and the companies 
they represent are considerably exercised ever 
the numerous fires that are occurring in the 
lumber yard district on the flats- They have 
heen found of incendiary origin and the police 
department has doubled the number of detect- 
ives and patrolmen, the Lumbermen’s Ex- 
change has tripled the watchmen service, 
and every effort is being made to prevevi a 
repetition of small fires, as well as discover 
the “firebugs.” 

++ ++ 
REPORTS GOOD FROM URBANA. 

Champaign county appears to be quiet at 
present. One of the Urbana agents, who is 
sometimes inclined to be flighty, has had his 
wings clipped by the loss of some of his com- 
panies and is now understood to be observing 
good practices. 





SOME PLANS OF ELECTRIC MUTUALS. 


Will Complete Organization with $5,000 Lines 
and Then Write $100,C00O Lines— Possible 
Effect on Stock Companies. 


Henry N. Staats of Cleveland, underwriter 

of the new Electric and Traction Mutuals, says 
that the companies will complete their or- 
ganization with $5,000 risks. The law requires 
them to have applications for insurance of at 
least $500,000 on at least 200 risks, not more 
than $5,000 on any one risk, and $10,000 in 
cash premiums. As soon as the organization 
is completed they will make their risks $100,- 
ooo each and Mr. Staats says they will have 
enough of them to get an average. This will 
make the insurance in force at least $20,000,- 
ooo. 
‘Much interest is being shown in various 
parts of the country and applications are com- 
ing in from distant points. While the com- 
panies could do business without entering the 
various States, it is Mr, Staats’ plan to have 
them enter regularly all States where they will 
do business and to which Ohio mutuals are 
admitted. 

He looks for assistance in carrying some 
large lines from the New England mutuals, 
although he cannot say that such assistance 
will be given. The recent sprinkler test in a 
Cleveland car barn was so successful, that it 
appears that car barns can be made standard 
sprinkled risks, and certain parts of some 
electric light and power plants can certainly 
be made so. 

While Mr. Staats expects that eventually 
the mutuals will carry much of the traction 
and electric business, there is not likely to be 
much loss to stock companies. as the mutuals 
will insist upon such a standard in the risks 
they insure that stock companies carrving part 
of the lines will stand the better chance to 
make money on the part that they carry. 





OHIO AGENCY APPOINTMENTS. 


American, Pa.—Chas. A. Tyler, Fremont. 
Fire Association—-James K. MeClung, Jackson. 


German Alliance—Clark & Vike, 
German, Il.——Sliver Bros., 
Madden, Continental. 
German American —Il. VP. Smith, 
Enid Z Ayisworth, Fredericksburg. 
Hanover—Arthur FE. Klotz, Prairie Depot. 
Hartford—Joseph F. Rulon, New Vienna; Jas. 
K. MeClung, Jackson; August B. Fipp, Ottawa. 
Ilome, N. Y.—Joseph C. Legge, Mechanicsburg ; 
Arthur EF. Klotz, Prairie Depot. 
Norwich Union—Harry Foster Daily, Canton. 
North German—John Steger & Co., Bellaire: 
Willoughby B.. Green, Cambridge: M. Schauck & 
Son, Newark: Geo. A. Gescheider, Steubenville ; 
Flanders Bros., Marietta. 
Pelican—Clarendon B. Metcalf, Findlay. 
Phenix, Eng.—Arnold & Hassenier, Wapako- 
neta; Arthur E. Klotz. Prairie Depot. 
Star—Frank Matt. Lancaster: W. C. Wyman, 
Sidney. George A. Gescheider, Steubenville. 
Traders—Carroll F. Clapp, Warren. 


Painesville, 
Defiance; Madden & 


Adams, Mills; 


ae ae 
SCHAUSS LOSS WAS SMALL. 
The loss on the Schauss Manufacturing 
Company at Toledo will be about $4,000. 


During the progress of this fire nineteen 
sprinkler heads opened. This concern is a 
cabinet worker and therefore has the furni- 
ture hazard. The fire is supposed to have 











caught from a pile of cotton waste. Prob- 
ably a workman threw some foreign substance 
into the waste, which caused spontaneous com- 
bustion. The sprinklers did good work in 
this fire. 





AUGLAIZE COUNTY AGENTS ORGANIZE. 





Local Underwriters Get Together to Stop Bad 
Practices—Conditions in the County 
Have Been Bad. 


Local agents of Auglaize county are hopeful 
of much benefit from the organization of a 
branch of the state association at St. Mary's 
last week. All the agencies in the county were 
represented at the meeting and all signified 
their willingness to stand for better practices. 
The stamping system was adopted and the con- 
stitution and by-laws were signed by all 
present. The stamping arrangement will go 
into effect October 1. 

Up to this time the conditions in the county 
have been very bad, rates often being ham- 
mered down to any figure that would suit the 
assured. It cannot be foretold how the agents 
will stand by their agreement, but it is to be 
hoped that the companies will lend their sup- 
port in suppressing bad practices. 

The officers of the new association are as 
follows: H. E. Henderson, St. Mary’s, 
president: Edward Purpus, New Bremen, 
vice-president; A, L. Whiteman, Wapakoneta, 
secretary ; and Charles E. Fisher, Wapakoneta, 
treasurer. The members of the executive com- 
mittee are J. L. Smith, St. Mary’s, Gustave 
Joesel, New Bremen, and H. C. Settlage, 
Wapakoneta. 





OHIO FIELD CLUB MEETING. 

The Ohio Field Club held its regular 
monthly meeting in Columbus on September 
2. with an unusually large and enthusiastic at- 
tendance. Important matters taken up 
and disposed of in addition to the usual routine 


were 


business. The next meeting was postponed 
from October Ist to the Sth, on account of 
the Northwest Association meeting. At the 


coming meeting the annual election of officers 
will take place. 
++ ++ 
OBSTACLE TO TRACTION MUTUALS. 

Well-posted men say that the greatest ob- 
stacles the traction mutuals, recently organized 
in Ohio, will meet, is the objections of bond- 
holders of the various All the inter- 
urbans are heavily bonded and some of them 
have all they will stand. It is predicted that 
holders of these securities will insist that more 
substantial insurance be secured than an asso- 
ciation of railroad men will be able to fur- 
nish, under the conditions that now prevail. 
Of course, some of the railroad companies are 
in splendid financial condition and there will 
be no objection to these carrying their in- 
surance in this way from the bondholders. 

++ ++ 
LONDON !S A SORE SPOT. 

A local agent of London, O., states that the 
insurance business in that town has been go- 
ing from bad to worse for many years. Rates, 
he says, are so badly demoralized that in- 
down the risks to the lowest 
bidder, there being little pretense of a stable 
rate. The new stamping office, established re 
cently, however, ought to put matters on a 
better basis. London has long been marked 
as a sore spot by the field men of the State 


roads. 


surers knock 


++ ++ 
CLEVELAND FOUNDRY LINE. 
Recently the New England mutuals cap- 


tured the line of the Cleveland Foundry Com- 
pany at Cleveland. It was a good example of 
working upon developing business. The line 
amounts to $250,000. Before it was equipped 
the average rate was $2.28. The engineer in 
the employ of the mutuals drew the plans for 
the sprinkler system and kept close watch of 
everything that was done until the equipment 
was completed. The stock companies’ agents 
tried hard to hold the line and to that end 
had inspectors of the Western Factory Asso- 
ciation and Western Sprinkled Risk Associa- 
tion there and the rate of 25 cents was finally 
made. The foundry company, in addition’ to 





fire insurance, wanted $100,000 use and occu 
pancy insurance and $20,000 sprinkler leak 
age insurance. The companies of the Western 
Sprinkled Risk Association would not write 
the sprinkler leakage and an effort was made 
to have the insured let that be placed in a 
casualty company but without avail. State 
Agent Staats of the mutuals contended,that he 
was entitled to the business because of having 
induced the owners to sprinkle the plant and 
having had so much to do with having the 
work done. The owners saw the justice of 
the argument and the mutuals got the line, in 
cluding use and occupancy and sprinkler leak 
age. although they do not as a rule write 
sprinkler leakage. 





OMO AND WEST VIRGINIA NOTES. 
Lewis Wagner -has 
business at Tiffin. 


entered the insurance 

L. E. McVay has purchased an interest in 
the agency of Henry Roeser at Marietta 

L. E. MeVay, ex-clerk of courts at Marietta. 
has purchased an interest in the agency of 
Henry Roeser. 

Titus & Peoples is the name of the new 
firm that has purchased the agency of J. M 
Cooper at Pomeroy. 

W. D. Heyl of Columbus has been ap 
pointed license clerk in the Ohio insurance 
department, to succeed Maj. Walton Weber. 

M. C. Willis, secretary of the Cleveland 
Exchange, has returned from a vacation, spent 
at Boston, New York and other eastern points 

The Jas. H. Smart agency at Willoughby 
has been purchased by Charles D. Clark and 
Raymond L. Pike. The firm name will be 
Clark & Pike. 

Owing to the death of T. C. Mattison, of 
the firm of Mattison & Co., Berea, Ohio, th 
agency business has been transferred to the 
surviving partner, John S. Simpson. 

Lee W. Bort, state agent of the Hanover 
in Ohio, has returned to Bellefontaine, after 
spending the greater portion of the summer 
with his family in the vicinity of Cleveland. 

Manager Sellers, of the Ohio and West 
Virginia Inspection Bureaus, has issued tariffs 
of Aberdeen, Brink Haven, Felicitv, Hamler 
and Malinta, O: also Hundred, Sutton and 
Middlebourne, W. Va 


George Wachtell, a solicitor for the H. S 
Walbridge & Co. agency at Toledo, was ar- 
rested September 1 on a charge of embezzle 
ment. The amount of the alleged embezzle 
ment is not known, but is said to be a large 
sum. 

S. Greenamyer, senior member of the 
firm of Greenamyer & Son, at Leetonia, O., 
was seriously injured in a runaway near his 
home. He was severely cut and bruised about 
the head and face and internal injuries are 
feared. 

Ross Forward, Sr., aged eighty-three years 
and seven months, died at his residence at 
Pleasant Ridge, Ohio, on August 25 Mr. 
Forward was for years one of the adjusters 
of the AZtna Insurance Company under Gen 
eral Agent Bennett. 

The total fire loss in gross for the first six 
months of the present year in’ Cincinnati 
amounts to $705,880, while the sum paid by fire 
insurance companies was $697,953 on an insur 
ance of $3,716,032. Premium receipts for the 
same period were $825,243, as against $775,029 
for the first half of 1903. This increase of 
$50,213 is attributed solely to higher rates at 
present obtaining and not to increased liability 
as regards new insurance. 








Incorporated 1824 


United States Fire 
Insurance Company 


of NEW YORK 
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1010 Com’! Tribune Bidg. 
CINCINNATI, OHIO 
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UNDERWRITING IN MICHIGAN 


MEETING OF FIELD ORGANIZATIONS. 








Michigan Fire Prevention Association and 
Michigan Field Club Met at Grand 
Rapids on Tuesday. 


The regular bi-monthly meeting of the 
Michigan Fire Prevention Association was 
held at the Hotel Pantlind, Grand Rapids, on 
Tuesday of this week. There was a good at- 
tendance, about thirty members answering the 
roll call. 

‘The most important question discussed was 
the improvement of the fire protection at Port 
Huron. Inspector Johnson, of the National 
Board, made many suggestions for putting the 
protection on a better basis and the under- 
writers have been working to have the sug- 
gestions carried out. A committee of the as- 
sociation was appointed some time ago to con- 
fer with the local authorities, but it seems 
likely that on account of the lack of funds 
some important improvements will not be 
made. Mr. Johnson’s chief criticism was on 
the size of the water mains, and he recom- 
mended that several miles of four and six inch 
pipes be replaced by larger ones, or else paral- 
leled with new mains. He also declared 
emphatically in favor of replacing wooden 
and other mains with standard cast-iron pipe. 
Another suggestion was for a new pump of 
5,000,000 gallons’ capacity at the waterworks. 

It is probable that if his suggestions are 
acted upon they will be carried out only in 
part. The lack of funds is a serious handicap 
and the council committee in charge of the 
matter does not agree with Inspector Johnson 
on the need of a new pump. 

One of the new engines ordered recently has 
been put in commission, but the other en- 
gine and the new hose wagon have not been 
received. The protection of hydrants against 
frost has already been favorably considered 
and the improvement will be made before 
winter. 

Another question brought up was that of 
the McMillan saw mill at Ontonagon. After 
an inspection some time ago it was reported 
that the mill was dirty and that the hose in 
the boiler room and the “Dutch oven” was 
not connected to the standpipes. A later in- 
spection showed that the plant had been 
cleaned up and the hose connected, and the 
members interested were asked to see that 
the improvement is maintained. 

It was reported to the meeting that William 
R. Foster, formerly state agent for the New 
York Underwriters, has been ill at his home 
in Grand Rapids for some time, and a joint 
committee of the Fire Prevention Association 
and the Field Club was appointed to carry to 
him a resolution conveying the good wishes of 
the two organizations. . 

The application of H. W. Crowell, the new 

assistant to State Agent Robertson of the 
Phenix of Brooklyn, for membership in the 
association was received and accepted, and 
the resignation of Cecil A. Hall was reported 
by the secretary. 
“The next meeting will be held at Detroit, 
on November 1, which will be the first Tues- 
day of the month. The executive committee 
was directed to prepare a revision of the con 
stitution and by-laws and report at that meet 
ing. The November meeting will also be the 
enenal meeting of the association. 

Phe Field Club held its regular monthly 
meeting in the afternoon. The attendance was 
the best this year, as the interest in the mat- 
ters to come up was very strong. The threat- 
ened differences within the club were threshed 
ovt and a new and cordial understanding 
reached. 

Among the other matters that came up was 
the fire protection at Gaylord, which has been 
receiving attention from the club. The vil- 
lage has contracted for a new pump and a new 
supply of fire hose, but neither has been in 
stalled. A lumber occurred at Gavlord 
last Saturday night, which will probably be 
total on $25,000 insurance 


loss 


Phe club was informed by the National 
Roard that at the request of the club the 


national body had duplicated the reward of 


$300 offered by the village council for the 





arrest of the supposed incendiary that caused 
several fires at Gaylord early in the summer. 

Several irregular forms were reported from 
various parts of the State, but the club ap- 
parently is unable to secure corrections. It 
seems to be a matter on which company ac- 
tion is necessary. If the companies accept 
the forms the field men are powerless. 

The next meeting will be held at Detroit, on 
the first Monday in October. 





TO HOLD ANNUAL MEETING. 


The annual meeting of the Michigan Agency 
Association will be held in Detroit, on Sep- 
tember 15. It is likely that the Detroit Club 
controversy over appraisals furnished by the 
Detroit Insurance Agency will be up for dis- 
cussion. The Michigan association is in good 
shape and can be relied on in case of emer- 
gency. 





HAS FINE SURPLUS LINE FACILITIES. 


Eugene R, Chandler Adds to His List of Com- 
panies—United States Fire Writes Sur- 
plus Lines Through His Office. 


Eugene R. Chandler of Detroit is getting a 
fine string of companies. The Armenia of 
Pittsburg has just been admitted to Michigan 
and is added to his list. In addition to this 
he has the Globe & Rutgers, Jefferson of Phil- 
adelphia, Western of Pittsburg and United 
States’ Fire. Since Crum & Foster of New 
York bought the United States Fire they have 
branched out and have given Mr. Chandler 
permission to bind for the United States any- 
where in Michigan where the company has 
no agent. He also sends them surplus lines 
for the Nassau, which they control. This list 
gives Mr. Chandler fine facilities for handling 
surplus lines throughout the State, and he has 
in prospect additions to this list which he 
expects to make before long. 





MICHIGAN AGENCY APPOINTMENTS. 


British America—Geo. G. Frence, West Branch. 

Commercial Union, Eng.—Chas. M. Thatcher 
(succeeding the Thatcher-Young Ins. Agency), Es- 
canaba, . 

Commercial Union, N. Y.—Chas. M. 
(succeeding the Thatcher-Young Ins. 
canaba. 

Glens Falls—E. C. Lawrence. Hartford; W. S. 
La Londe, Sault Ste. Marie. 

German, Freeport—F. P. Wilber, Ypsilanti. 

German, Pa.—H. H. Woodruff. Roscommon. 

Hamburg-Bremen—J. J. Bennett, Jackson; G. G. 
French, West Branch. 

Ilartford—Wm. F. Selleck, Portland. 

London & Lancaster—Robt. J. Whaley, Flint. 

L. & L. & G., N. Y.—Robt. J. Whaley, Flint. 

L. & L. & G., Eng.—Lindsay-Brown Insurance 
Bureau, Detroit ; Jos. W. O’Brien. Grand Haven. 

Mercantile, Mass.—R. C. Sawdey & Son, Cold- 
water. 

Metropolitan—aA. C. Christenson, Manistee. 





Thatcher 
Agency), Es- 





Milwaukee Mechanics—Robert H. Lane, Mid- 
land; Edmund Hewitt, Ypsilanti. 
North B. & M.—F. F. French. East Tawas; G. 


G. French, W. Branch. 
Northern, Eng.—Wm. F. 
N. W. National—L. L. Hickox. Byron Center; 

FE. E. Henderson, Owosso; J. J. Davis, White 

Pigeon. 


North River—Wm. T. Kelley. Mt. Clemens. 

Norwich Union—-Robt. J. Whaley (succeeding 
M. T. Andrews), Flint. 

Orient—Dunwell & Stray, Ludington. 

Pheenix, Eng.—Fremont F. French, East Tawas. 
, Prussian National—Frank A. Kenyon, East Jor- 
aon, 

Scottish U. & N.—J. s. Kendrick, Albion. 

Traders—-R. J. Whaley, Flint. 

Union, N. Y.—lL. F. Knowles, Boyne City; EF. 4. 
Salisbury, Mt. Clemens. 


Selleck, Portland. 


United Underwriters--James McKenna, Sault 
Ste. Marie. 
Western, Ont.-O. B. Carver & Bro., Traverse 


City. 
Westchester—-Il. lL. 
lon, Lawrence. 


Strong, Lapeer; J. M. Rid 
++ a+ 
WILL TRY TO GET ALBION IN LINE. 

An effort will be made to get Albion affairs 
in better shape than they have been in for a 
long time past. One agent there writes about 
75 percent of the business, but there are twelve 
other agents in the town. The majority of 
these observe good practices, but two or three 
seem to be beyond control. A strong effort 
will be made to get the disturbers into line. 





Swales & Preston of Detroit have dissolved 
partnership and the agency will be continued 
by C. M. Preston. Mr. Swales has associated 
himself with John Winter & Co., which agency 
will hereafter be known as Winter, Swales 
& James. 





STATE TOPICS OF ILLINOIS. 


ILLINOIS LOCAL AGENTS WILL MEET. 








President Pellet Will Issue a Call for Annual 
Assemblage About Time of the Na- 
tional Convention. 


The Illinois Local Agents Association will 
not hold its meeting until near the time of the 
annual convention of the National association 
in St. Louis. There has been no activity on 
part of the Illinois association during the past 
year, as there was no cause for any move- 
ment. The membership has remained about 
as it has been, with probably some lapses. 
The Illinois agents regard the association 
more in the light of an organization that can 
be called into play if necessary, and the policy 
of the management is not to agitate any sub- 
ject unnecessarily. In Illinois there are. no 
issues of any consequence between the agents 
and the companies, each side recognizing its 
rights, and, with few exceptions, is keeping 
within them. The country membership is not 
as strong as it should be, owing to the small 
towns in the State and the limited business 
that many of the agents in these towns trans- 
act. 





GRAIN PREMIUMS INCREASING. 

Oats are coming into the Illinois elevators 
somewhat earlier this year than usual and the 
grain is a good quality. It is helping the local 
agents in increasing premiums. 

++ at 
ELECTRIC WIRING AT MOMENCE. 

The field men are complaining of the elec- 
tric wiring at Momence, III. One special 
agent, who has inspected some of the concerns 
in this town, says that he finds flagrant abuses 
and carelessness in wiring, which adds great 
danger to the risk. He finds that the work has 


been done by novices and has asked for cor- 
rections. : 


++ te 
SAY RATES ARE HIGH ENOUGH. 
The Illinois field men are wondering to 


what extent the governing committee of the 
Union will add charges in the larger points 
for deficiencies in fire protection and water- 
works, as well as individual risks, inasmuch 
as most of the special agents agree that rates 
are about as high as the traffic will bear. 
They feel that if charges are made very heavy, 
non-co-operating companies will take advan- 
tage of the situation and write at the old 
rates. The special agents find that there is a 
tendency here and there on part of some com- 
panies to accept the old rates as they are, re 
gardless of those made by the new schedules. 
++ ++ 


MEETING WILL BE IMPORTANT. 


The forthcoming joint meeting of the two 
field organizations in Illinois at Jacksonville 
next week will be important, as undoubtedly 
the work of rating the small towns will be 
taken up and arrangements will be made for 
district committees to handle the surveys. The 
main trouble will be to get men from the 
Illinois Field Club to go with State Board 
special agents, inasmuch as many of the non- 
union specials cover more than one State and 
cannot afford to give the time to small towns 
as most of the union companies. This phase 
of the question will have to be discussed and 
proper arrangements made. 








NOTICE TO FIELD MEN, 


THE WESTERN UNDERWRITER is now 
handling a new and up-to-date field book 
designed by Loui A. Lent, Ohio, special 
agent of the Pennsylvania Fire. It has 
space for all the information required by 
modern conditions, with useless blanks 
eliminated. A new and valuable feature 
is the classification of business into dwell- 
ings, brick buildings, brick stocks, frame 
mercantile and specials. Printed on tough 


stock and strongly bound in flexible 
leather. Space for 2c0 agencies. Price, 
$2. 
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FIELD NOTES OF WISCONSIN. 


FIRE REPORT GIVEN ON LA CROSSE. 








Rater Griffing Shows Some of the Deficiencies 
and Recommendations Are Made for 
Improvements. 


The report of Rater Griffing of the Wis- 
consin Field Club on La Crosse, is as follows: 

First—Boundaries of Conflagration Area. 
Congested district is bounded on the north by 
State street and the La Crosse river; on the 
south by Pearl and King streets; on the east 
by Third and Sixth streets; on the west by the 
Mississippi river, Factory and mill portion 
lies between Second street and the river. 

There is no longer any very serious danger 
from conflagration from lumber or saw mill 
exposure. The saw mills are shut down for 
good, and the worst lumber yard and mill ex- 
posure has a clear space north between it and 
King street of about 300 feet. 

Second—Deficiencies as to Construction. 
Building law fairly well observed. Prohibits 
erection of frame, iron-clad or brick-veneered 
buildings inside fire limits or congested section. 

Buildings generally two and three stories in 
height. Fair. 

Ordinary brick cogstruction with metal and 
composition roofs. 

Third—Condition of Streets. 
rule 60 feet wide in business district. All 
paved with brick, and condition is good; 
grades comparatively light. 

Fourth—Water Supply. Waterworks owned 
by city. Supply taken from the river. 
Direct pressure; daily capacity, 16,400,000 gal- 
lons ; new battery of boilers just being put in; 
44 miles of 6-inch to 20-inch mains; 432 
hydrants well distributed. Fire pressure 
about 100 pounds. 

Fifth—Fire Fighting Facilities. Fire de- 
partment consists of forty-five fully paid men. 
There are five hose houses, 13,000 feet of 
standard hose; twenty-four horses, six hose 
carts, two ladder trucks, one Seagrave Aerial 
truck and two Silsby steam engines in reserve. 
The city is equipped with forty-two Gaynor 
fire alarm boxes. Some trouble is occasionally 
experienced in extremely cold winters from 
freezing and bursting mains—this was espe- 
cially the case last winter and spring, but the 
president of the board of public works 
states this occurs only in the outskirts of the 
city where there are dead ends; that they 
now have but few of these and that they are 
being connected up as rapidly as possible. 

Sixth—Location of Pumping Station in 
Manufacturing District. Recommend protect- 


Streets as a 


| 








be all epithnes, 
frost. 

Duplicate suction and filter system desirable. 

Seventh—Noted Deficiencies. It would be 
an improvement if wire glass windows were 
put in all window openings of waterworks 
building. Duplicate suction pipe and filter sys- 
tem would also improve matters, Frost pro- 
tective covers should be placed over hydrants 
to prevent freezing, and dead ends of mains 
should be done away with wherever possible. 


pacar meaeitel from 





WISCONSIN AGENCY APPOINTMENTS. 


German Alliance—Truman T. Parker, 
Orient—Otto J. Kerschensteiner & Co., Jeffer- 
son; Arthur G. Bullock, Lake Geneva. 
Phenix—H. L. Jolly, Darlington; John M. 
Thompson, Marathon City; Edward L. Hall, Allens 
Grove; William A. Keune, Hika; William M. 
Bromley, La Grange; George E. Thorp, Monroe. 
Queen—Ernest Mecttram, Markesan. 
Spring Garden—William C. 'Borschenius 
Swenum Swenumson, Baldwin. 
Williamsburgh City—Willard E. 
London. 
United American—Ole G. 


Kenosha. 


and 
Cline, New 


Anderson, Waupaca ; 


J. S&S. Pozorki, Milwaukee; Levi Lane, Oconto 
Falls. 
Campbellsport Mutual—Alice M. Caldwell, 


Oconto; C. Zuelhke, Bonduel. 
Capital City Mutual—John Baurenfiend, 
boygan Falls: J. F. Roberts, Eau Claire. 
¢ De Forest Mutual—J. F. Roberts, Eau Claire. 
Kewaskum Mutual—John P. Ehren, Sheboygan 
Falls. 
Southwestern Wisconsin Mutual—P. J. 
Platteville. 


She 


Dolan, 


Theresa Village Mutual—Max Strehlow, De 
Pere. 
Wisconsin Mutual Fire—P. J. Dolan, Platteville. 
++ ++ 


FIREBUG AT WORK IN SUPERIOR. 
Residents of Garfield avenue, Superior, are 


THE WESTERN UN DERWRITER. 





worked up over the appearance of a firebug , 


in their neighborhood. A man was seen set- 
ting fire to a barn at the rear of 608 Garfield 
avenue, but the match which he attempted to 
apply to the oil-soaked boards blew out and 
he was frightened away by approaching citi- 
zens. Later he started a blaze in a building 
at 602 Garfield avenue, but it was discovered 
before any harm was done. Recent fires in 
the neighborhood are ascribed to him. 


++ ++ 
OBJECT TO THE RULE. 
A new rule laid down by the Milwaukee 
water department regarding sprinklers will 


be stubbornly fought by the Milwaukee Board. 
The rule provides that sprinkling plants must 
be connected with meters so that the city may 
receive pay for any water used. The insur- 
ance men say sprinkling equipment should be 
connected directly with the water mains so 
as to have an uninterrupted flow of water. 
lhe department says that the rule is the re- 
sult of suspicions that some manufacturers 
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have been tapping the sprinkling plants and 
using the water without payment to the city 
\ll manufacturers using a sprinkler equipment 
deny this charge. A committee from the 
local board of underwriters will enter a for 
mal test against the enforcement of the rule 
and endeavor to have it abrogated. 
+e ++ 

EPISCOPAL CHURCH MAY HAVE A MUTUAL. 

Mutual fire insurance of the churches of the 
Milwaukee diocese will likely be one of the 
chief subjects to be discussed at the fifty- 
eighth annual convention of the Episcopal 
diocese of Milwaukee, to be held at All Saints 
Cathedral, on September 20 and 21. The sub- 
ject is left over from last year, and a report 
will be made by a committee, which has under 
consideration the advisability of creating a 
fire insurance board, to have charge of insur- 
ing all the churches and church property in 


the diocese on a mutual plan. The com- 
mittee is composed of Lyman Browne, the 
Rev. George Sinclair and H. G. Francis. It 


is figured by some advocates of the plan that 
be the proposed plan a saving will be made to 
the church of 33 1-3 percent. 








Mr. Thornton retires from the firm of 
Thornton & Tuttle at Beloit, being succeeded 





by Mr. Kline. 
INCREASING ITS AGENCIES. 
The National Union Fire of Pittsburg is 


appointing several new agents in Illinois and 
Indiana and in some cases it is going into 
union agencies. This is causing some fric- 
tion on the part of the union specials, who 
claim that the company is endeavoring to 
make trouble. 





Western Underwriter 


WANT ADS. 


WANTED—A good fire company which 
will take a good class of special hazards 
along with less hazardous risks in Norwalk, 
O. Also a company that will write farm and 
tornado risks. Address 9 East Main street, 
Norwalk, O. 

















WANTED—To sell 600 new filing cases. 
Most of them have never been used. Good 
for daily reports or other documents. Will 
sell entire lot or in quantities. Address C 1, 
care THE WESTERN UNpberweriter, 164 La Salle 
street, Chicago. 





OPERATIONS OF WISCONSIN CITY AND VILLAGE MUTUALS. 


The table below gives condensed information showing the operations in 1903 of Wisconsin city and village mutuals that collect assessments 


in advance. 


These companies are now cutting quite a figure in the State, their premiums last year, at their re duced rates, amounting to $127,674. 
This is only a small part of the total fire premiums in Wisconsin, but it is nearly double the amount collected in 1902. 


Considering the fact that 


these companies only began writing in their extended territory in the latter part of the year the increase is significant. 


NE I Ds cos conaeves seta. send bissenneimsennd sees 
Badger Mutual, Milwaukee dos 
Baraboo Mutual. Baraboo..................... 
IE SIU vida. a. wines Uode 0s b.0dé-00eedeed Saoeners 
‘apital City Mutual 
‘itizens, Janesville 
ity of Oconomowoc 
ity of Plymouth. 
‘ity of Jefferson... .. at hvesek vadietunanieves 
‘ream City, Milwaukee............. 

De Forest Mutual............ o wardigninn ch aibaenet a 
Economical Mutual, ountain. c ity. paces eee enes 

German Mutual, Manitowoc. ... sith suine whee hike Pad 
Grant County Mutual, Bloomington... neere 
Hortonville Mutual 

lowa County 





~ 


TEE SR dine bvbskssvecscwectersseievgsiévesanieencs 
SED SII oo ncncwetapeccdsecssenes ssete Bees souses 
Neshkoro Business Men and Farmers...................... 
N. W. Cheesemakers Mutual, Juneau...... 
Portage Mutual Co-operative 
Reeseville Mutual ‘ sane 
Rice Lake Mutual 
River Falls City Dciriwdates pis aa elaaie ies 
. W. Wisconsin Mutual...... 
rhe Merchants and Bankers. Be loit. 
rheresa Village. . , Sapindiaaateunes son Rnd 
Village of She boy: gan KF alls posewah ois 
Vilage of Waukesha. 
\ aterloo Mutual....... 
Vatertown City Mutual. 
Vest Bend Mutual 
\Visconsin Mutual, 





| Seyerrrrrererrrerererrrerrrertrrr rrr rrrrr rr errr: 


Admitted | 











“9 Total latrn Weettte Premiums 
Cash Liabilities. Risks Written. | Received. 
Assets. 
a’ 2 ae = 42,250 | $ 581 
Eee eee 1,700,993 11,603 
4,235 Daihinain oie 151,175 670 
3.600 | 7 51 972,484 
37 pinukin toon 57,500 34: 
»,468 |..... a 647,300 5.979 
1,406 1,250 203,388 1,649 
11,167 | scout 187,075 1,701 
1.094 ve 207,360 3.151 
16,136 | , | 8h0 3,969 
1,691 | 2,803 | 1,165 »,398 9,634 
4.655 1S 1,050 446 
8.766 | 67,220 | 186 
605 | 419,118 | 922 
2.838 343,255 | 2,951 
3.816 597998 | 1,622 
397 574,120 9,025 
10,191 | 290,500 3,612 
31 496.070 | 4,498 
6,105 } 156,005 | 1,606 
285 172,392 | 213 
1,497 534,781 | 3,223 
353 77,865 148 
997 975,169 | 8,240 
860 117,855 | 1,322 
1,535 98, 390 | 529 
320 254,082 537 
1,388 5 2,200 4,125 
7,770 50 569,193 11,847 
5.783 773 1,263,101 9,196 
1,832 Be 281,400 1,246 
1,171 700 747,724 6,102 
17,322 1,750 1,262,708 9,262 
1,336 | 1,026 206 280 554 
~ $171. 299 — $21,072 $16,724,250 | $127,674 
. _ a 


| Losses Paid. 





Rate Charged Liability of Members. 
. 5 times annual premium, 
Unlimited. 
Unlimited. 
Unlimited, 


bd. rate 
Fixed by Co.. 
% bd. rate.... 


rate 





7,532 (Bd. 3 times original premium. 
2.045 |% bd. rate...../\Unlimited. 
1,828 (% 1892 rate....|Limited by by-laws, 
1,615 (|% bd, rate.....|\Unlimited, 
5,334 (|% bd. rate. Unlimited 
1,252 Fixed by Co Limited by by-laws 
oesees ....|Fixed by Co Unlimited. 
310 ey eee rerers 
1,119 (|% bd. rate..... Unlimited, 
1,504 |% bd. rate Unlimited. 
5,591 (% bd. rate..... Unlimited. 
63 |% bd. rate..... Unlimited. 
4,675 (\% bd. rate..... Unlimited. 
1,312 (Fixed by Co...|/Unlimited 
a rate, ....|Unlimited 
484 (Fixed by Co...|Unlimited. 
6,516 (Fixed by Co...) Unlimited 
DD Rene cuducadvebedinadebsnen neds sean bend a6a 
23 % “bd. rate. . .|/U nlimited. 
956 (20c. per $100. | Unlimited. 
3.472 ‘Bd. rate 3 times amount of premium. 
6.421 % bd. rate. Unlimited. 
4,256 (% bd. rate 40c. per $100 
708 (35c. 3 years....| Unlimited 
2,539 (Bd. rate. Unlimited. 
2.788 \% bd. rate Unlimited. 
1,346 (20c. per $100. Unlimited 
- $72, 915 
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WEEK'S NEWS IN INDIANA. 


INVESTIGATING GAS BELT SITUATION. 





Numerous Losses Are Reported on Small and 
Cheap Frame Residences in the Minor 
Sized Towns. 


Special agents in Indiana are making care- 
ful investigation of towns in the gas belt on 
account of the failure of gas for heating and 
manufacturing purposes. Many of the fac- 
tories have changed their heating power while 
others have moved or have abandoned their 
establishments. The larger towns in the gas 
belt are prospering but the smaller places are 
undoubtedly on the decline. The main losses 
seem to come from the cheaper class of frame 
residences. Companies report that numerous 
fires have occurred in houses of this kind. 


SEEK TO OUST STANDARD OIL PLANT. 


Ordinance Is Introduced in Indianapolis to 
Have Plants of All Oil Companies Re- 
moved Beyond City Limits. 

“after” the Standard 
Oil plant in Indianapolis, and one of the coun- 
cilmen has introduced an ordinance providing 
for the removal of the company’s 
plant outside the city limits. The complaint 
is that the constant menace 
through fire and causes higher rates of in- 
surance on other property in the neighbor- 
hood, At the last council meeting citizens 
responded in great number and enthusiasm 
to an invitation charging danger to property 
and health from the presence of tanks, ete., 
within the city limits, increasing the fire 

hazard and contaminating wells. 

As the ordinance is aimed not at the Stand- 
ard only, but other companies, there is con- 
siderable opposition to it among these com- 
panies. Representatives of the Standard Oil 
Company were at the meeting and _ insisted 
that the location of oil tanks in a‘ neighbor- 
hood were not nearly so great a menace to 
surrounding property as is a planing mill or 
lumber yard. The ordinance is still in the 
council committee’s hands. 


Certain residents are 


storage 


property is a 





MAY MAKE IT BETTER PLACE. 

The Indiana State Beard is likely to make 
the secretaryship a better paying proposition 
and give it more prestige and work than un- 
der the late Captain Ashbrook. The belief 
is that there is plenty of work for a man to 
give his entire attention to rating im Indiana 
and thus centralize the control in his office. 

, ++ ++ 
SPECIAL AGENT GILMORE RESIGNS. 

B. J. Gilmore of Indianapolis, special agent 
of the Northern of England in Indiana, has 
resigned but has not announced his future 
connection, Mr, Gilmore prior to going with 
the Northern was located at Chicago 
traveled for the Royal Exchange. 

++ +4 

LAW MAY BE AMENDED. 

a little Wit’ early 
msurance 


and 


It ts to be talking about 


meeting of the 
legislature in’ January and February 
vear, but there is no doubt that a 
bill will be introduced broadening the condi 
trons under which foreign insurance compa 
mes may do business in Indiana, especially 
with reference to the nature of the securities 
that they deposit with the insurance depart- 
ment, 


legislation at = the 
lodiana 
ot next 


+e t+ 

INDIANA AGENCY APPOINTMENTS. 

Rader & Wilson, Jefferson 
‘tna 

Pierceton. 
American 


B. T. Buckner, Bluffton: Matchett Bres., 


Central—Clyde Raymer, Elkhart. 


Atlas—C, talthis, New Albany: W. 
Thomas, Portland. 
German, Freeport——Wm. F. Cornelius. Linton 


German, Pa Louis M. Simpson, Elkhart; A. J 
Hassmer, Lawrenceburg. 

German American—.J. F. 
T. Claman, Hillsboro. 

Glens Falls—J. Kruger, Francisville: 1 
Davis, Rising Sun; G. F. 
MeAdam, Williamsport ;: 
Chicago. 

Hamburg-Bremen—B. M 

Hartford—David 8. 
lap, Syracuse. 


Krost, Hammond; J. 

es 
McCabe, Elwood: FE C. 
Orthal & Barker, East 


Seybold, Plymouth. 
Taylor, Albion; J, A. Dun 





Ilome, N. Y.—H. D. Rose, Fairfield. 

Milwaukee—E. T. Riese, Portland. 

N. W. National—F. P. Konzen, Mishawaka: F. 
C. Gabriel, South Bend; J. H. Gaines, Mishawaka. 

Pelican—James E. Graham, Fort Wayne. 

Pennsylvania—S. I. James, Cayuga; Robert 
Parker, Remington: E. J. Boyee. Muncie; C. W. 
Welmar, Sullivan: J. E. Beasley. Linton. 

Royal—tIra L. Sink, Mooresville. 

Sun—wW. H. Geberich, Wolcott. 





The weekly meetings of the Indiana State 
Board were resumed on Monday of this week. 





TOPICS THAT ARE TO BE CONSIDERED. 


What the Commissioners Will Discuss at Their 
Annual Convention in Indianapolis 
Later In the Month. 


The twenty-fifth annual convention of in- 
surance commissioners will be held at In- 
dianapolis, September 20, 21 and 22. The fol- 
lowing are the topics which will be discussed 
aside from those brought out in committee re- 
ports: 

“Proper Basis for Figuring Reserve Liabil- 
ity Under Credit Indemnity Contracts,” Col- 
onel C. P. Ellerbe, former insurance com- 
missioner of Missouri. 

“Fire Marshal Law,” discussion by H. D. 
Davis, fire marshal for Ohio; Hon. James R. 


Young, North Carolina; Hon. F. L. Cutting, 
Massachusetts. 

“Rebating: Possibilities of Its Elimination 
or Mitigation by Statutory Amendment and 


Efforts on the Part of the Insurance Depart- 
ments.” Discussion by Hons. James V. Barry, 
Michigan, and Reau E. Folk, Tennessee. 

“Deposits, Statutory and Special.”  Diseus- 
sion by Hons. Theron Upson, Connecticut : 
F. H. Hardison, Massachusetts; and A. I. 
Vorys, Ohio. 

“Departmental Practices.” 
discussion. ; 

“Shall Fraternal Associations Be Permitted 
to Issue Certificates Promising Any Paid-up 
or Extended Insurance or Cash Values, 
Whether Computed in Advance or to Be Com- 
puted at Time of Termination of Member- 
ship?” Hon. D. E. Sherrick, Indiana. 

“In States Where the Minimum Rate of 
Mortuary Assessments to Be Charged by Fra- 
ternal Associations Is Fixed by Law, Should 
This Rate Be Computed as That for a Whole 
Life Policy with Equal Annual Premiums 
Till Death in All Cases Where the Society 
Does Not Secure a Step Rate?” Hon. C. W. 
Fletcher, Maine. 

“How Far Can 


Open to general 


Fraternal Associations Go 
in Adopting the Methods and Measures of 
Insurance Companies in the Solicitation of 
Members and Operations of the Associations 
When Not Obliged to Comply with Require- 
ments Governing Insurance Companies In- 
cluding Those Relating to Fees and Taxes?” 
Hon. John C. Linehan, New Hampshire. 





APPROVED SPRINKLERS. 

Agents frequently desire to know what 
sprinkler devices are approved by the Under- 
writers Laboratories. At present the only ap- 
proved devices are the “International, Evaus, 
1902 Model,” manufactured by the Interna- 
tional Sprinkler Company, Philadelphia; the 
“Manufacturers’ 1903,” made by the Manu 
facturers Automatic Sprinkler Company, New 
York; and the “Grinnell Improved, 1903,” and 
“Neracher Improved, 1902,” manufactured by 
the General Fire Extinguisher Company, 
Providence, R. I. A new patent has been 
brought out by another concern, but it has 
not yet been tested by the Underwriters 
Laboratories. 





CUTS RATES ON PREFERRED BUSINESS. 


The German of Freeport has thrown a bomb 
into the ranks of the local agents at Union 
City, Tenn., by reducing rates on preferred 
business 50 per cent and a special agent of 
the company is on the ground with a liberal 
supply of blank policies that are being rapidly 
turned into full-fledged contracts. 





DO YOU WANT A POSITION 
as inspector, special agent, adjuster, book- 
keeper, clerk? If you do, use a WESTERN 
Unperwriter Want Ad. One dollar first 
insertion, 75 cents each subsequent inser- 
tion. They reach the people that want- 
your services. 














THE WEST AND NORTHWEST 











WILL HAVE AN INTERESTING PROGRAII 


Missouri Fire Prevention Association Will Hold 
Annual Meeting in Kansas City 
September 20. 


The first annual meeting of the Missouri 
Fire Prevention Association will be held Sep- 
tember 20, at the Midland Hotel, Kansas City. 
A program has been arranged, which includes 
papers by the following special agents: H. E. 
Mintey, of the Queen, on “The Golden Rule ;” 
G. D. Harmon, German of Freeport, on “The 
Inspector ;’ G. A. Mowry, German American, 
on “The Gasoline Engine;”’ J. B. Bush, Ni- 
agara, on “Fire Prevention;’ E. H. Green, 
Missouri Inspection & Survey Bureau, on 
“Electricity,” and A. A. Maloney, Continental, 
on “Improved Construction.” 

Following the program 
elected for the current year. In the evening 
a banquet will be given, informal talks by 
members present, J. D. Fleming, of the Con- 
necticut, acting as toastmaster. 


officers will be 





MINNESOTA AGENCY APPOINTMENTS. 


Aachen & Munich—S. W.iilpin, Virginia. 
Atlas—F. W. Foote, Red Wing. 
-Mtna—Breen & Peterson, Rothsay. 

Commercial Union—Andrew Kopperud. 
buck: Charles W. Sexton & Co., Minneapolis. 

Concordia—Stephen A. Hall, Minneapolis. 

Fire Association—Benjamin F. MeGregor, 
Mapleton. 

German, I1l.—Frank Ostman. 
Reynolds. Bemidji: trank A. 
Falls: Hl. W. Stark, 
Warren. 

HIome, N. Y.—I. H. Claggett. Vine City: Carl 
G. Lange. New Richland: Charles FE. Weld. Had 
ley: Louis W. Galour. Iona: Benjamin F. Me 
Gregor, Mapleton: A. W. Norton, Nerstrand: Geo. 
A, Payne, Belgrade; B. E. Schoener, Carlos; C. 
L. Knapp, Ogilyie. 

Michigan Millers’ 
& Co., Minneapolis. 

Milwaukee Mechanics—F. J. Fleischner, Pelican 
Rapids: H. W. Stark, Crookston: Ilanson & Lycke, 
Barnesville. 

New Hampshire Fire—Louis N. 

Paul. 

Northwestern F. & M.—O. Henricksen. Argyle: 
Henry Husby. Bagley: C. M. Johnson. Cass Lake : 
G. F. Westcott. Dodge Center: A. F. Cronquisi, 
Erskine: W. B. Holman. Grand Rapids: B. I. 
Deters. Goodhue; Frank: N. Gores, Hampden: John 
J. Reichert, Long Prairie: O. K. Lee. MeIntosh: 
J. E. Clark, Pine Island; J. A. Haussner, White 
Bear. 

Pennsylvania—N. J. 
Espenson, Lonsdale. 

Phenix—Albert Berg, Warroad: 0. J. 
Lowry. 

Rochester 
Earth. 

Royal—C, F. Sawyer, Fosston. 

Star— Moriarty & Garlough. St. Paul. 


Star 


Possten: Jay I. 
Grady. Red Lake 
Crookston; Albin Young, 


Mutual—Charles W. Sexton 


Bryant, St. 


Schafer, Dent; William 


Sandrig, 
German—George J. 


Kirschner, Blue 


Traders—A. Austin, Sauk Center; E. 0. 
Ilammer, Litchfield. 
++ 


CAUGHT MANY TORNADO LOSSES. 
Strickland & Doolittle’s fire agency in St. 


Paul had seventy-five tornado losses from 
the recent storm, and Mr. Strickland esti- 
mates that they will aggregate $70,000. The 


National of Hartford, Liverpool & London & 
Globe, North British & Mercantile, Hartford 
and Westchester are about equally ‘involved in 
this amount. 
++ ++ 
TORNADO BUSINESS NOT STRONG. 


Companies writing tornado business are not 


receiving the returns from Minnesota that 
they expected after the recent cyclone that 
visited St. Paul, Minneapolis and vicinity 


The companies made preparations for an ex 
tensive increase in business and urged their 
agents to go after it. While numerous new 
tornado risks have come in, yet the mark 
is not nearly up to the pace set by the com- 
panies, 
++ ++ 
FAVOR FIRE MARSHAL LAW. 

Fire underwriters of St. Paul and Minne- 
apolis are generally in favor of a state law 
creating a fire marshal, as was recommended 
at the recent annual convention of the Min 
nesota Association of Fire Insurance Agents 
at Duluth, and it is probable that an attempt 
will be made to pass such a law at the next 
session of the legislature, which will meet 
early in January. Minnesota has a chief fire 
warden, but his work relates solely to the 
prevention of forest fires in the northern part 
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of the State. There have been many incen- 
diary fires in the State in the last year, and 
it is thought that a state fire marshal wouid 
reduce incendiarism to the minimum. 





CLUB CONDETIINS VALUED POLICY LAW 


Business Men of St. Paul Say It Tends to Make 
Rates Higher and Advise Prevention 
of Overinsurance. 


A special committee of the Municipal and 
Commercial League of St. Paul, which has 
heen investigating the question of rates on fire 
insurance, expresses the opinion in a report 
to the league that the valued policy law is 
responsible for an increase in rates, and the 
committee recommends the enactment of a 
law prohibiting the writing of risks at more 
than 80 percent of the actual value of the 
property. 

“Your committee is of the opinion,” says the 
report, “that the so-called valued policy law, 
passed by our legislature a few years ago, has 
contributed somewhat to the advance of fire 
insurance rates in the State, inasmuch as it 
has unquestionably increased the moral hazard, 
which is such an important factor in the mak- 
ing of insurance rates. This has been the 
universal result and experience of other States 
in which similar laws are, or have been, in 
force. 

“Our legislature has, however, redeemed it- 
self to a certain extent by a recent enactment 
permitting the use of a coinsurance clause, 
upon the request of the assured, on any risk 
carrying insurance to the extent of $25,000 or 
more. This is certainly a step in the right 
direction, and the same privilege, a little more 
liberally extended, should materially reduce 
the fire waste throughout the State, and there- 
fore naturally reduce rates. 

“Overinsurance or insurance at the full 
value of property is, beyond auestion, re- 
sponsible for a great many disastrous fires, 
and there is no doubt the general public, by 
reason of its increasing knowledge of fire 
underwriting methods. is coming to realize the 
evil of this same valued policy law. 

“In conclusion your committee would recom- 
mend that steps be taken to secure the early 
enactment of a law providing that no single 
1isk shall be insured for more than 80 percent 
ef its value. believing that if similar legis- 
Jation should be enacted by every State in the 
Union, the moral hazard feature would be 
practically eliminated and a general reduction 
in rates would surely follow.” 





LOW RATE AT MT. VERNON, IOWA. 

Evidently there is some lively rate-cutting 
when agents at Mt. Vernon, Ia., have a little 
show. Sealed hids were asked on the Odd 
Fellows building in that city. The lowest bid 
was $107 for $7,000 insurance for three years. 
The next was $119¢and the third lowest was 
$127. The lowest rated building on the same 
street is 84 cents per annum, so evidently the 
Odd Fellows got a good thing. 

++ ++ 

NATIONAL BOARD TO INSPECT ST. LOUIS. 

he national 
St. Louts 
point with 
wholesale 


will visit 
Louis insurance 
pride to the conditions in - the 
district on Washington avenue, 
where the hazard is kept remarkably low, but 
they expect somé harsh treatment in some of 
the congested districts bordering on the river. 
++ ++ 
RATE WAR IS STILL ON. 

The rate war at Owatonna, Minn., is still 
going on, although the main part of the busi- 
ness in that city has been written. Dwellings 
are being taken at a very low price and the 
life has been cut out of insurance 
in the city for at least three years. 

++ +e 


board inspectors 


soon St. men 


business 


JEFFERSON CITY MUTUAL EXAMINED. 

The Missouri Department has just made 
Y examination of the Jefferson City Town 
\lutual Fire. The company has had an in- 
come in 1904 of $3,153.47 and disbursements 
of $2,735.05, of which amount $2,465 was 
notes returned on cancellation. 


The com- 





THE 


WESTERN UNDERWRITER. 





pany has assets of $7,647.72. It has 248 poli- 
cies in force, aggregating $225,210 and suf- 
fered no losses thus far in 1904. The by- 
laws have been amended so that the company 
will write no risk that cannot be reached by 
the city fire department. 
++ ++ 
JEFFERSON IS AN ADMITTED COMPANY. 


The bunching of reputable companies with 
wildcats sent out by the Minnesota insurance 
department with a warning against them, 
calls attention to the mistake that insurance 
commissioners are apt to make by classing all 
companies with wildcats that are not author- 
ized to do business in their respective States. 
The Jefferson Fire of Philadelphia was 
named in the list and is a very reputable com- 
pany. This company was admitted to Minne- 
sota early in the year, the license being dated 
March 9. The Jefferson, however, appears 
with the list of alleged wildcats and it is up 
to Commissioner Dearth to explain why he 
included that company in his list. 





WORK OF FIRE PREVENTION BUREAU. 


Organization in Iowa Makes a Business of 
Learning Moral Hazard, Running Down 
Incendiaries and Teaching the Public. 





The Fire Prevention Association, located 
in the Observatory building at Des Moines, 
Ia., is sending out a circular, showing the 
extent of its service. It investigates 
and gets inside information to report to 
companies. It makes a specialty of moral 
hazard cases, claiming that the best way to 
eliminate the moral hazard is to take away 
the insurance. The bureau contains reports 
on over 1,200 fires that have occurred in 
lowa, besides a large number of reports on 
risks with moral hazard. It also conducts 
an educational bureau to instruct the public 
how to prevent fires. It inspects towns, 
pointing out defects and hazardous conditions. 
Its secret service department investigates sus- 
picious fires to get evidence for companies. 
The president of the association is J. R. 
Windsor of the Des Moines local agency of 


fires 


Witmer, Kauffmann & Windsor. The vice- 
president is I. M. Corbet, general adjuster 
for the State of Des Moines. The treasurer 


is H. B. Springer, special agent of the Agri- 
cultural in Minnesota, Iowa and Nebraska. 
The secretary and general manager is W. H. 
Springer,-who has done field work for twelve 
years in Minnesota, the Dakotas, Iowa and 
Nebraska. 





MISSOURI AGENCY APPOINTMENTS. 
American Central—J. 
Citizens—Miles 8. 

ris, Nevada. 


B. Cummins, Granby. 


Ilorn, “Butler; John B. Har- 





Commercial Union—lIsaac Lander, Neosho. 

German American—Jones & Cleino, Rolla. 

Ilartford—M. TP. Lafrance & Son, Perry. 

Ilome—Nelson Moudy, Adrian: Frank B. Clark, 
Clarksburg. 

North America—Jos. L. Van Wormer, West 
Plains; Vhillips & Meyers, Springfield: Jos. J. 
Crites. Rolla; Edwin CC. Shaw, Eldorado Springs; 


Hannibal Trust Company, Ilannibal: Elmer L. 


Camp, Belle: George G. Gordon, St. Louis: Ben L. 
Emmons, St. Charles: Charles Tiede, Billings: 
Royal M. Waters, Vandalia; Adrian O. Bray, 


Campbell, 
Iowa State—J. J. 
L. & L. & G.—Lawrence County Land Company, 
Aurora: Jos. J. Crites, Rolla. 
Merchants, Mo.--English & Clifton, 
Sylvester W. Brandom Gallatin. 
N. W. National—-Wanamaker & 
field: John N. Fellows. Columbia: 
Moberly; Samuel DP. Davisson, 
(. Holden & Co., Albany. 
Pennsylvania—tliram FE. Elliett, Brunswick, 
Ernest CC. Lockwood. McFall: Orliff V. Sells, Sa 
vannah: Jesse W. Henry, Jefferson City: Turner 
& Walton, Poplar Bluff. 


lleifner, Macon. 


Hamilton : 


Petts, Brook 
Dennis Hogan, 
Rethany; George 








CANCELLATION RECORDS. 


Our form of Cancellation Record (No. 
361) contains 100 of the standard form of 
cancellation. Notices bound in book form 
attached to stubs. Agents are thus en- 
abled to keep closer tab on any business 
ordered canceled, where they have 
memoranda on the stub. Printed with 
copyable ink. Price, per book, $1; mail, 
$1.15. Sample page on request. 

THe WESTERN UNDERWRITER COMPANY. 
Johnston Bldg. 164 La Salle street, 
Cincinnati. Chicago. 














Queen—A, C. Arnold, Festus. 


Sun—Wm. E. Hellen, Sedalia. 
Traders—Oliver E. Jones, Maryville. 


Westchester—Williams & Ellis. Cape Girardeau ; 

English & Clifton, Hamilton. 
++ ++ 
BRING SUBROGATION SUIT. 

The Palatine & German Alliance have 
brought subrogation suits at Joplin Mo., 
against the St. Louis & San Francisco Rail 
road for damages caused by the fire. which 
burned Dale & Stone's 
wary 1903. The claim is 
motive from this 
property. 


warehouse in Jan 
made that a 
railroad set fire to 


loco 


the 





GENERAL WESTERN NOTES. 

James E. Nisbet, a veteran local 
Burlington, Iowa, died last week. 

Epperson Bros. of Hutchinson, Kan., have 
sold their agency to B. S. Hoagland. 

The Prussian National has reinsured the 
St. Paul business of the United States Fire. 

Manager C. T. Ingalls has been placed in 
charge of the stamping secretary's office at 
Oklahoma City. 

There is friction at Gallatin, Mo., on account 
of non-observance of the advisory rates on 
the part of some agents. 

H. A. Prest, formerly in the Iowa field 
for the Springfield, is now with the western 
department of the National of Hartford 

The Missouri department is now making it 
annual examinations of the town mutual fire 


agent at 


insurance companies throughout the State. 
The Svea will appoint agents at St. Louis, 


Kansas City and St. Joseph in Missopri. W. 
H. Markham & Son get the company at St 
Louis 

The Consolidated Insurance and Real Es 
tate Agency and Investment Company of Mex 
ico, Mo., has been incorporated with 317,500 
capital, paid up. 


William  F. 


Watson, inspector for the 
Northern Assurance in St. Louis, has re 
signed to go with the Oklahoma & Indian 


Territory Rating Bureau. 

C. A. Moore of Des Moines, special agent 
of the Hanover, has been laid up for some 
time with a siege of illness, and is not able 
yet to undertake any work. 


E. G. Oclinger, who has been connected 
with the Kansas Fire Inspection Bureau. 
has been appointed special agent of the 
Providence-Washington for Kansas. 

B. Van Ness, city special agent of the 
Chas. L. Crane ageney in St. Louis, owing 


to poor health, has given up his position and 
will probably locate somewhere in the East 

At Minot, N. D., ex-Governor Devine has 
embarked in the local insurance business, be 


ing associated with a prominent banker. The 
prominence of the members of the firm will 
be of great advantage to them. 

J. W. McCarroll has re-entered the insu 


ance business at Oskaloosa, Iowa. He re 
cently sold out to Edgar Vreeland, but takes 
back the agency, Mr. Vreeland 
to look after the life insurance 

The concession on the Pike at the World's 
Fair, known as the Tyrolean Alps, has sta 
tioned a fireman in the concession, who is a 
member of the St. Louis fire department 
This is one of the most expensive of all the 
concessions, about 


continuing 
end 


costing $1,000,000 

Jeremiah J. Strapp has been appointed first 
assistant chief of the St. Paul fire department 
to succeed Arthur Martin, who has resigned 
to form an insurance partnership with E. W 
Dahl. Mr. Dahl was formerly in partnership 
with John Wagner, but Mr. Wagner has re 
tired. 

C. G, Whipple. one of the examiners in the 
western department of the Queen and formerly 


with the Insurance Survey Bureau, has been 
appointed special agent of the company for 
Kansas, Oklahoma and Indian Territory. Mr. 


Whipple is regarded as 
man. 


a very bright young 


The Imperial Insurance Corporation of 
Tazewell, Va., has deposited $10,000 of Vir 
ginia bonds with the state treasurer and be 
cun business. 


Your “want” is not important——to 
yourself—nuntll it has been “put into 
WESTERN UNDERWRITER want “ads.” 


anyone but 
type.” Use 
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LIFE INSURANGE GIRGLES 


WAS TEN YEARS OLD SEPTEMBER 5. 











State Life Celebrates Its Birthday by Issuing 
an Anniversary Edition of the Bulletin, 
Showing Some of Its Achievements. 


Ten years ago, September 5, the State Life 
of Indiana was organized and it has celebrated 
its birthday by publishing an anniversary 
number of the State Life Bulletin, telling 
about its force’s achievements during August, 
when the agents wrote $2,442,500, making the 
total in force September 1, $55,878,953. The 
frontispiece of the Bulletin is a picture of the 
company’s new building, the finest office build- 
ing in the State, and one of the best in the 
West. ‘The last page has a cut of a horse- 
shoe, that was thrown into the president’s 
carriage on the day the company was organ- 
ized and has hung above his desk ever since. 

There are sixty agents who wrote $10,000 
or over during the month of August, seventeen 
wrote $25,000 or over, three with $50,000 or 
over. Over $400,000 was written in Indiana, 
$331,000 in Canada, $278,000 in Kansas, and 
then followed Alabama, Mississippi, California, 
Georgia, North Carolina, Michigan, New 
York, West Virginia, Ohio, Florida, South 
Dakota, Missouri, South Carolina, Pennsyl- 
vania, Texas, Arkansas, Tennessee, Montana, 
Oklahoma and Indian Territory, Wyoming, 
making up the list of States where $25,000 or 
over was written. 


The Bulletin gives an interesting history 
of the company from the time when Vice- 
President Quinn and Secretary Wynn were 


the field force and the office was locked while 
they were out corralling business. 





AGENCY DIRECTORS IN CONFERENCE. 

The agency directors of the southwestern 
department of the New York Life were called 
to St. Louis, September 6, for a conference 
with Inspector of Agencies Hamilton Cooke. 
The meeting was held at the Planters Hotel. 
Only matters concerning the department were 
considered, Hamilton Cooke presiding. 

The new business for 1904 is far ahead of 
the same period last year, and promises to be 
the best the department has ever had. 

+e +e 
LORENZE SUES CONSERVATIVE LIFE. 

Abram Lorenze has brought suit for an ac- 
counting against the Conservative Life at 
Milwaukee, declaring that misrepresentatiozs 
were made to him at the time he was en- 
gaged as general agent of the company in 
Wisconsin. He asks 75 percent commission 
on all business written by him personally, 25 
percent on that written by subagents, $180 
a month salary for the time he was in the 
employ of the company. $80 for stenograph- 
er’s fees and $4,000 besides 

+e at 

FRANKLIN LIFE WILL GO ON THREE PERCENT. 

As soon after the first of October as possi- 
ble the Franklin Life will change its reserve 
basis to 3 percent. It will issue a complete 
new set of policies, containing among other 
provisions loan values at the beginning of 
the second policy year. 

The company is making a great growth at 
present, its July business having been the 
largest in its history and its August business 
25 percent greater than that of the same 
month last year. 

++ 
FT. WAYNE LIFE MEN ORGANIZE. 

The leading life insurance agents of Fort 
Wayne, Ind., held a meeting and organized 
the Northern Indiana Underwriters Associa- 
which will be affiliated with the Na- 
tional Association of Life Underwriters. The 
association will include all the agents in the 
northern part of the State who represent level 
premium companies. Clark Fairbank was 
elected president and J. E. Beahler secretary. 
The members who signed the roll were: C. 
Fairbank, Penn Mutual: C. W. Orr, Etna; 
W. P. Cooper, New York Life; D.C. Fisher, 
Mutual Life; J. L. Scott, Prudential; E. R. 


++ 


tion, 





Gesaman, Connecticut Mutual; J. W. Cash- 
man, Union Mutual; W. A. Jones, Union Cen- 
tral; J. F. Conway, Metropolitan Life; J. E. 
Beahler, Travelers. 
++ ++ 
WANT POLICY LIENS TAXED. 

The board of review at’ Springfield, Ill, 
has given a hearing on the question of 
whether the liens on the old assessment busi- 
ness of the Franklin Life are subject to taxa- 
tion. Owing to the fact that these liens have 
no market value, they have not been scheduled 
by the company in its report to the assessor. 
A few years ago the board of review struck 
from the schedule this paper. Suit was then 
brought to compel the county clerk to list the 
liens for taxation, but the Supreme Court 
gave an adverse decision, holding that the 
county clerk was only a ministerial officer and 
not the proper person against whom suit 
should be brought. . 





TOTAL ABSTINENCE PLAN IS PAYING. 





Security Mutual Life Finds That 32 Percent 
of Its New Business Is Being Written 
on This Plan. 


The Security Mutual Life reports that about 
32 percent of the business it is writing is on 
the total abstinence plan, its agents being 
rather enthusiastic over the idea, and find it 
a good talking point with persons who are 
teetotalers. The company formerly reduced 
commissions 7 percent on all policies written 
through this department, but this has been 
discontinued and instead an agent is charged 
a $2 fee for each policy, which goes to the 
Total Abstinence League, with headquarters 
in New York. In addition to the extra divi- 
dends that the company expects to pay to this 
class, the members of the league will probably 
receive profits from policy fees and other rev- 
enue allowed by the Security Mutual. It is 
understood that since the Security Mutual 
has operated this department its mortality has 


run about 13 percent. In some cities the 
agents are making contracts with members of 
the Prohibition party, with the intention of 
having them specialize on total abstinence 
people. 





PRUDENTIAL CASE SET FOR HEARING. 

Attorney-General Sturdevant of Wisconsin 
and attorneys of the Prudential Insurance 
Company have agreed on September 20 as 
the date for arguing before Judge Seamon of 
Milwaukee the question of the jurisdiction of 
the United States court in restraining Insur- 
once Commissioner Host from revoking the 
license of the company to do business in Wis- 
consin. Some time ago the insurance coin- 
rissioner threatened to revoke the license of 
ihe company, and a temporary injunction was 
secured against Mr. Host, who raises the point 
that the federal court cannot interfere in a 
state case. 


++ ++ 


THE LIFE INSURANCE EDUCATOR, 


The new publication for life agents, the 
Life Insurance Educator, with J. J. Devney 
of Cleveland and Col. C. I. Hitchcock of the 
Insurance Field as manager, has made its 
appearance and will add greatly to the stimu- 
lus of life underwriters. It is full of good 
meat, inspiring and helpful. It will occupy 
a special place in current life insurance litera- 
ture. Typographically and artistically it is 
the product of Hitchcock’s mind, and he knows 
how to do things in those directions. 

+e +t 
GETTING UP A CARD SYSTEM. 

Actuary H. W. Buttolph of the Indiana 
department is getting out a card system, to 
take the place of valuation books, which 
promises to beat anything in that line in ac- 
tuarial work, according to the opinion of Au- 
ditor Sherrick and Chief Clerk Neal of the 
department, He will have under lock and 
key a description of every policy issued by In- 
diana companies and a history of its subse- 
quent career. It will be a complete and ready 
reference for him in valuing policies and will 
be an easily accessible check on the yearly 
statements given by the companies, There is 





———_—_—— 


considerable work appertaining to getting the 
system started, as the order given for the 
cards as a starter was for 60,000. After that 
the system is simplicity itself. The companies 
will make monthly statements of their new 
business and the system will do the rest. 





PACIFIC MUTUAL’S PLANS FOR OHIO. 





Columbus General Agency Closed—Intermedi- 
ate Department to Be Continued—District 
Agencies for Cincinnati and Columbus. 


The Pacific Mutual has been making some 
changes in Ohio, resulting from the change 
in state agents. The Columbus agency is 
closed as a general agency, and a district 
agency will be conducted there. H. Glasgow, 
for some years cashier at Columbus, is trans- 
ferred to Cleveland, to be cashier in the state 
agency. Samuel Russell, who came from New 
York two years ago to take that position, re- 
turns to the East, where he expects to enter 
mercantile pursuits. 

The intermediate department, which was 
started about a year ago by State Agent Ditto 
at Cleveland, will be continued bv State Man- 
ager Warner, but not on the monthly payment 
plan. Policies for $500 will be issued, but 
with premiums payable quarterly, semi-an- 
nually or annually. A similar department will 
probably be opened at Cincinnati and inter- 
mediate supplies will be furnished to ordinary 
agents throughout the State. 

State Manager Warner is considering plac- 
ing two district agents at Cincinnati, one for 
the life and one for the accident department. 
The company has considerable old business 
there, built up during the course of several 
years. Considerable of the accident business 
came through the reinsurance of the Inter- 
state Casualty five or six years ago. 

As a new agency plant will have to be built 
up in most places, the men will be started in 
the way of writing life business on the ac- 
cumulation plan, with the disability features. 
Superintendent of Agencies Sale, who is in 
Cleveland at present, says that the agents 
throughout the country have fallen quickly 
into the way of writing accumulation business, 
as on the last of Julv 90 percent of all ap- 
plications received by the company were on 
that plan. 





CHICAGO TO THE FORE. 

The Chicago office of the Ey:able stands 
at the head of the list of all the society's 
agencies for new business paid for in August 
and third among all agencies for new busi- 
ness paid for in the first. eighi months of the 
year. L Kreielsheimer of Chicago heads thie 
list of agents for August business paid for, 
with J. B. Thorsen twelfth, A. B. Newman 
sixteenth and C. Barber twenty-first. 

++ ++ 
MUST NOT ISSUE LITERATURE. 

The New York Life having noticed that 
some of its agents have on their own respon- 
sibility issued literature, some of which was 
misleading to those unfamiliar with insur- 
ance terms, said the following in a recent 
bulletin: 

“Notice is hereby given that in no event 
must any circular, slip, pamphlet, letter or 
decument of any kind, character or descrip- 
tion, be printed or circulated without first 
submitting the matter to the home office for 
approval by the proper officer. Violation of 
these instructions will be tantamount to a dis- 


regard of the company’s rules, regulations 
and instructions, and. will Jay the violator 
cpen to immediate dismissal.” 

++ ++ 


WILL ENTER THE WEST. 

The Middlesex Securities Company of New 
York, which issues a bond guaranteed by the 
Middlesex Banking Company of Connecticut, 
is now arranging to enter the western field. It 
has closed a contract with W. H. Kennedy of 
Philadelphia, who is one of the leading bond 
men in the United States. He will represent 
the Middlesex Securities Company and_ the 
banking company as manager of the North- 
western States, with headquarters in Chicago, 
going to that city in a short time. Mr. Ken- 


nedy was formerly superintendent of agents 
of the Northwestern Life & Savings, and later 
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became eastern manager for the National Life 
& Trust. A. M. Harbaugh, formerly of Chi- 
cago, is general manager of the Middlesex 
Securities Company. 


++ ++ 


LOOKING FOR ROOM FOR EXPANSION. 

It is stated that Arthur Jordan, president 
of the Meridian Life & Trust of Indiana, 
will hereafter give most of his time to the 
company. If he does, the returns will show 
it. He is one of Indiana’s successful business 
men, holding the high position for many years 
of poultry king of Indiana and being an ag- 
gressive member of other life business con- 
cerns in Indianapolis. Realizing what will 
happen when Mr. Jordan decides that the in- 
surance business is worthy of his valuable 
time, the company is already looking for 
larger quarters, with plenty of room for ex- 
pansion. 





CHANGES CLASSIFICATION SLIGHTLY. 


How New York Life Will Handle the Business 
of Those Engaged in Mining and 
Liquor Selling. 


The New York Life has announced that 
on and after September 15 applications from 
those engaged in mining and in the liquor 
business will be treated according to the fol- 
lowing rules: 

Wholesale liquor dealers; proprietors of, 
and clerks in, breweries and distilleries (and 
form of policy), Intermediate. 

Proprietors of saloons; proprietors of beer 
bottleries; traveling salesmen for wholesale 
liquor dealers, distilleries and breweries; 
plantation stores in the South; proprietors 
of groceries with bar; superintendents and 
managers of breweries and distilleries; com- 
pounders of liquors; waiters in restaurants 
with bar; proprietors and employes of bil- 
liard and pool rooms with bar (exclusive of 
bar tenders); collectors for breweries; pro- 
prietors of, and clerks in, restaurants and 
hotels who occasionally tend bar (10, I5 or 
20 year endowment policies, and 3 percent or 
4 percent bonds), Adjustable Accumulation 
without lien. 

Barkeepers in saloons, pool rooms, etc.; 
foremen and journeymen employes of brewer- 
ies and distilleries; foremen and journeymen 
beer bottlers (10 and 15 year endowment 
policies), Adjustable Accumulation without 
lien. 

Superintendents and mining engineers who 
occasionally go underground (any form of Ac- 
cumulation policy), Intermediate. 

Surface engineers and firemen (10, 15 and 
20 year endowment policies), Intermediate. 

Working miners and foremen (10, 15 and 
20 year endowment policies), Adjustable Ac- 
cumulation without lien. 

Mine laborers (10, 15 and 20 year endow- 
ment policies with $300 lien per $1,000), Ad- 
justable Accumulation. 

The above is irrespective of the mineral 
in which they work, and applies to coal, gold, 
silver, copper miners, etc. 





COMBINE HOME-BUILDING AND INSURANCE, 


A number of Milwaukee capitalists and real 
estate men propose shortly to organize a 
home-building company, with a capital of $r1,- 
000,000, to sell real estate on the installment 
plan and insure lives. It is proposed to issue 
to the purchaser of each lot a policy equal 
to the purchase price of the lot, either in 
this company or some other, if he so prefers, 
which, in the event of his death before he has 
paid all installments on the purchase price 
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of the lot, will be paid to his family while the 
family will be given clear title to the land. 
The promoters figure that but few purchasers 
will die during the five years in which they are 
expected to be paying on the land, and an 
increase of 10 percent in the price of the land 
will cover this. 





TO MAKE CHANGES IN MANAGEMENT. 


Northwestern National Life Will"Act on Rec- 
ommendations of Insurance Commis- 
sioners of Minnesota and Iowa. 


Several changes in the management of the 
Northwestern National Life Insurance Com- 
pany will be made, as a result of the recom- 
mendations of Insurance Commissioner 
Dearth of Minnesota and Auditor Carroll of 
Iowa, who have just completed an examina- 
tion of the company. President W. F. Bechtel 
is in the East on business concerning the com- 
pany, and it is understood that as soon as he 
returns that the changes will be put into effect. 

According to information received by the 
Minnesota insurance department, the company 
is already installing a new system of keeping 
records and accounts. The importance of 
doing this was emphasized by the insurance 
commissioners of both States. As stated in 
the report of Mr. Dearth, the company has 
secured a release of most of the contracts 
with officers of asesssment companies that 
were absorbed by the Northwestern National, 
and about $56,000 liability has been removed 
in this way. The officers of the company hope 
to cut down expenses and by conservative 
management continue on a sound basis. 





LIFE APPOINTMENTS. 
OHIO. 


-Etna—Chas. H. Miller, Greenville: John Bixel. 
Bluttton; Jos. H. Cowdin, Delphos; 8. D. Critis, 
Elida; Usear N. Young, Lima. 


Bankers, Ia.—-M. E. Cole, Martins Ferry. 

Mutual, N. Y.—E. C. Miller, New Carlisle; Gar- 
men Staley, Columbus. 

Equitable, la.—Samuel V. Morrow, Carrolton. 

Mass. Mutual—Ellisworth W. Urie, Ashland; E. 
V. Cole, Ashtabula. 

Mich. Mutual—Walter C. 
Pearson and Henry J. Vogel. Toledo; W. B. An- 
derson and 8S. B. Hayward, Bellaire; F. S. John- 
son, Freeport; J. P. Bradley and A. G. Lee, Steu- 
benville; Jas. U. English, Woodsfield: CC. 8. Tip- 
ton, Jerusalem; Chas. Zimmer, Marietta. 

N. W. Mutual—John Carlisle, Mingo Junction ; 
tartley Joyce, Steubenville; C. S. Clark, Dresden. 

MISSOURI. 


Missouri State—T. P. Sutton, St. Louis; B. F. 
Fulkerson, Trenton; Lawrence W. Anderson, 
Rockville. 

Mutual Benefit—Stephen E. Elliott, Moberly. 

Mutual Reserve—.J. I’. Holland, St. Louis: Wm. 
I. Heath, Kansas City; Geo. W. Pardee, Chilli- 


cothe. 
S. A.—Robert M. Filles, Ezzell. 


Gillamn, Henry D. 


National, U. § 

New York—Richard 8. Stockton and W. Nathan 
Watts, Kansas City; Ben Kessler, King City. 

INDIANA. 

Mutual Reseryve—C. H. Thurston, 8. T. 
ling and G. C. Morris, Indianapolis. 

National, Vt.—A. L. Howard, Greensburg. 
aad England Mutual—John J. Chandler, 
ville. 

N. W. Mutual—G. M. Spiegel, Indianapolis. 


Conk- 


Evans- 





Penn Mutual—Nelson E. Talley, Evansville. 
Traders—J. J. Adair, Evansville. 
MINNESOTA. 


Manhattan—George W. Walker, Duluth. 
Mutual, N. Y.—H. Baugh, Long Prairie. 
National, U. S. A.—Harry E. Layman, 


Long 
Prairie. 


New York—Edward C. Neitzel, Brownton. 
MICHIGAN. 

_Etna—J. C. Folsom, Marine City. 

Bankers, la.—J. C. Hathaway. Grand Rapids. 

Hartford—R. L. Hamilton, Ithaca. 

Home—J. C. Seward, Ludington; R. B. Mark, 


Minden City; B. H. Mark, Sebewaing. 

Mass. Mutual—E. W. Bennett. Midland. 

Manhattan—A. O. Harned, Monroe. 

Mutual Benefit—F. B. Ainger. Jr., Detroit; E. 
A. Kemp, Greenville; Wm. A. Bottsford, Holland. 

National, Vt.—D. J. Hagerty, Grand Rapids: C. 
M. Sullivan, Hancock; Frank Stickney, Marquette ; 
Frank Robinson, Menominee. 

New York—John ©. Fox, 
Cates, Saginaw. 

Penn Mutual—Schell & Hamilton, Battle Creek. 

Provident Savings—F. C. Burnham, Flint; E. V. 
White, Gladstone. 

Provident L. & T.—J. E. Warner, Flint: W. W. 
Smith, Ionia; F. H. Helmer, Jackson. 

WISCONSIN. 

Home Life—Luke F. Burns, Osman. 

Massachusetts Mutual Life—William F. Kisow, 
Lake Mills: David H. Moses, Waukesha; Lynn H. 
Smith, Jefferson. 

National Life, Montpelier—George F. Frederich, 
Kendall. 

Northwestern Mutual Life—William Kissonger, 
Milwaukee: Peter Campbell, Ole Lund, Niagara: 
Joseph D. Lieb, Green Bay; Arthur Grossenbach, 
Milwaukee. 

Phenix Mutual 
waukee. 





Jackson; Geo. E. 


Life—James TP. Jillson, Mil- 








Security Mutual Life—C. McCarty, Veter N. 
Swenson, Menomonie. 

Security Trust & Life—O. L. Green, Milwaukee. 

Travelers—Joseph C. Culver, Eau Claire. 


Union Central Life—Louis H. Rathke, Mil- 
waukee. 
Wisconsin Life—Mrs. Mary E. Anderson, Mil- 


waukee; Clarence Niquette, Lena. 
++ ++ 


CLEVELAND ASSOCIATION MEETS. 


The first fall meeting of the Cleveland As- 
sociation of Life Underwriters was held at 
the Y. M. C. A. building Tuesday. The mem- 
bers discussed the kind of meetings that will 
be held the coming winter and also the time 
for meeting. Through the fall they will be 
held at noon, but later in the year they will 
come in the evening. About ten delegates and 
the same number of alternates will atterd the 
Indianapolis meeting. 





POLICY OF THE KANSAS CITY LIFE. 


President Reynolds Says Present Contracts 
Will Be Carried Out But Future Develop- 
ment Will Be On Established Lines. 

President Reynolds of the Kansas City 
Life has outlined his policy to some extent. 
He says that the future policy of the company 
will to some extent be changed, though the 
company will carry out all of its contracts. 
‘The comapny will continue to issue the so- 
called “gold bonds” in States where the laws 
permit, as a discontinuance of this feature 
will work a hardship upon agents under 
certain contracts. The former management 
of the company issued in some States special 
advisory board contracts. ‘These special con- 
tracts will be continued in these States until 
the series is completed. Any other course 
on the part of the company would be an 
abandonment of the terms of the contract. 
‘lhe energy of the present management, how- 
ever, will be devoted to building up the com- 
pany along lines of well established and cor- 
rect life insurance principles. The company 
hopes for a good share of the business in 
Missouri, and believes that local pride will 
help it in that respect. It is not the intention 
to spread out and try to cover any vast ter- 
ritory. 


MINNEAPOLIS NAMES DELEGATES. 
The Minneapolis Life Underwriters Asso 
ciation has appointed the following delegates 
to the annual convention of the National As- 
sociation of Life Underwriters, which will be 
held at Indianapolis in October: J. E. Myers, 
7Etna; Isaac Kaufman, Northwestern Na- 
tional, and W. M. Horner, Provident L. & T. 
The alternates are N. W. Clark, Mutual Bene- 
fit; J. G. Purple, Mutual of New York; J. J. 
Ahern, Massachusetts Mutual. 
++ Be 
PLANS OF THE COLUMBIA. 

The Columbia Life of Cincinnati, after the 
merger with the Interstate is completed and 
the additional capital paid in, will be one 
of the strongest companies organized in re- 
cent years. The company will not begin to 
expand its agency field until after January 
1, as all the work of reorganization will not 
be completed before that time. 

++ ++ 
UEBERRHEIN HAS A GRIEVANCE. 

Frank Ueberrhein, former assistant sec- 
retary of the Mutual Life of Illinois, who 
assisted in organizing the company, has re 
tired from its service. Recently he was made 
district manager at Peoria, Ill. It seems that 
the old board allotted Mr. Ueberrhein $2,- 
100 in class three stock, which was the series 
used for promotion purposes. The present 
board of directors, however, recalled that 
stock and refuses to acknowledge the claim 
of Mr. Ueberrhein. It was largely over the 
issue of this stock that difference, arose in the 
Mutual Life of Illinois 


++ ++ 


CLAIMS DEATHS COME IN CYCLES. 
Thomas Cavanaugh, assistant superintendent 
of tlie Metropolitan Life in Indianapolis, has 


observed that death goes in cycles. He says: 


“T have noticed that when one of our policy- 
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holders dies there is generally a series of 
three to six deaths coming close together and 
then there may be a lull again. This week 
we had three deaths in rapid succession in 
block. I have noticed, too, that there 
will be a number of deaths by accidents com- 
ing close together, then a series of deaths by 
drowning, then perhaps a number of deaths 
of children, a number of women, etc. This 
seems strange, but I believe undertakers will 
verify what I say.” 


one 





LIFE NOTBS. 

The Equitable Union, a Topeka fraternal, 
has quit the field. 

The Order of Eastern Star, a fraternal, has 
increased its rates 33 percent. 

J. D. Cunningham has been made district 
superintendent of the Equitable of New- York 
at Huntington, Ind. 


The Columbian National Life has been ad- 
mitted to Michigan, with William H. Wether- 
bee of Detroit as attorney. 

. C. Herman, formerly district manager 
of the Mutual Life, has joined the field force 
of the Federal Life in Indiana. 

H. P. Baker, formerly secretary of the Chi- 
cago Life of Des Moines, which was merged 
with the Des Moines Life, died a few days 
ago. 

The Columbian National Life of Boston 
has been admitted to Minnesota. The com- 
pany plans to put a large agency force in the 
field. 

The new offices of the American Central 
Life in St. Louis under H. M. Leonard, the 
newly appointed general agent, will be in 
rooms 601-602 Missouri Trust building. 

Superintendent of Agencies Murray of thie 
Home Life is in St. Louis, and it ts probable 
he will make an appointment of a general 
agent to succeed H. M. Leonard, who re- 
cently went with the American Central Life. 


Marion Clegg, a solicitor for the Pruden- 


tial in Peoria, Ill., has sued the company and 
its Peoria representative for $5,000, alleging 
false imprisonment. He was accused of em- 
bezzlement, but the grand jury ignored the 
case. 

Walter S. Firestone, who has made a success 
as manager of the Connecticut General Life 
for a territory in eastern Ohio, has been pro- 
moted to the Cleveland district and will move 
from Lisbon to Oberlin, where his daughter 
is attending college. 


J. W. Henry, who has been representing 
the Mutual Life of New York at Sterling, IIl., 
has been made assistant manager for the 
State and has removed to his new _head- 


quarters at Peoria. W. T. Biggs of Morri- 
son succeeds him at Sterling. 

The firm of Crane & Stradtman, managers 
of the Franklin Life at Chicago, has dis- 
solved. James P. Crane will continue in 
charge of the Chicago office, while George W. 
Stradtman will go to Benton Harbor, Mich., 
as manager of six counties in that vicinity. 

The Reserve Loan Life of Indiana nearly 
tripled its business during the first six months 
of the year and wrote over $600,000 during the 
first month of the second half-year and ex- 
ceeded that amount in August. The same 
ratio of increase will carry the company over 
the million mark by December. 

Henry J. Collins of Fort Wayne, Ind., has 
sued the Elkhart Mutual Life for $2,000, al- 
leging breach of contract. He claims to have 
been hired in March. 1904, under a two-year 
contract on salary and commission to act as 
agent at Fort Wayne and to have been dis- 
charged without cause in August. 





VICE-PRESIDENT GOODRICH RETIRES. 
Thomas F. Goodrich, vice-president of the 
National Surety Company, will retire from 
business at an early date. Mr. Goodrich en- 
tcred the insurance business as a local agent 
of the Home of New York, in Iowa City, Ia. 


He then became secretary of a company at 
Irie, Pa., and later was appointed secretary 
of the German American. He entered the 


same office for the Niagara Fire, and later 
was elected vice-president, and finally presi- 
dent. In 1807 he became vice-president of 
the National Surety. 





AMONG THE CASUALTY MEN. 


CLAIM BURGLARY PLAN 








WILL FAIL. 


Stock Company Officials Say That the Ohio 
Bankers Association Cannot Carry 
Out Its Scheme. 


Burglary insurance managers believe that 
the ‘Ohio Bankers Association will fail in 
its endeavor to have a co-operative burglary 
insurance branch, because such schemes have 
failed in the past. There are about a thou- 
sand banks in Ohio and the average premium 
probably amounts to $30. The schedule of 
losses filed by the Ohio association is far 
from being correct, as the loss ratio in the 
year it names was counted very high by the 
burglary companies. If the Ohio association 
starts a department all the country banks, 
with inferior safes, will join, but it is not 
likely that the city banks will, for the reason 
that they can get a lower rate from burglary 
companies. The selection will, therefore, be 
against the burglary fund. Burglary com- 
panies are becoming more exacting as to coun- 
try banks, for the reason that many safes 
are far from being burglar-proof and can 
sasily be entered by the average cracksman. 
Rates on such banks have been increased unti} 
ii) some cases they have reached 5 or 6 per- 
cent, while the rate on a city bank would 
probably be 1% or 1% percent. 

Burglary companies find that the business 
is a peculiar one, so far as their geographical 
losses are concerned. A State may show a 
profit for a few years and then go to the bad 
with a vengeance. For example, the two Da- 
kotas have always been counted a fair field 
for bank burglary insurance, but last year 
the loss ratio ran up to about 100 percent. 





TERMS MADE MORE EXPLICIT 

The Policyholders Union of Chicago and 
cther concerns, which make a critical inspec- 
tion of insurance policies for their members, 
have been causing the liabilitiy companies 
some trouble in requiring more explicit en- 
dorsement on the policy in cases where a 
seeming ambiguity existed in the phraseology. 
For instance the Union has objected to the 
terms “bodily injuries’ and “personal inju- 
ries,’ and has. suggested an endorsement, 
stating that such mean either fatal or non- 
fatal. The new form of policies of the Lia- 
bility Conference has made terms more ex- 
plicit on some points brought out by the crit- 
cism of these policyholders’ inspection bureaus. 

++ a+ 


LIABILITY BUSINESS AT GRAND RAPIDS. 

The A&tna Life, which placed its liability 
business at Grand Rapids in charge of a large 
fire agency, is probably writing three-fourths 
of that class of business in the town. There 
is no other active liability office in Grand Rap- 
ids, and the business has not been well de- 
veloped. Henry Grinnell & Son, its agents, 
are general agents for the State, outside of 
a few counties around Detroit, but they get 
little business outside of Grand Rapids. 
Michigan is almost a virgin field in some 
casualty lines. 

++ ae 
NEW FEATURE IS ADDED. 

The Fidelity & Casualty in addition to 
covering physicians against malpractice suits, 
now insures the act of any assistant who is in 
his employ and acting under his orders, with- 
out additional premium. 

++ ae 

REGISTRY COMPANIES INCREASING PRICES. 

Harry W. Overman & Co. of Chicago have 
made a great success of the Fraternal Identi- 
cation Company, which charges a_ higher 
price and sells a better policy than the ma- 
jority of the “key-ring” registry companies. 
There are now only a few accident companies 
selling the coupon policies, and they supply 
about thirty-five registry companies in vari- 
ous parts of the United States. Only about 
half a’ dozen of the registry companies ap- 
pear to be meeting with success. The average 
policv covers only limited amounts on travel 
accidents, and purchasers seldom stay with 





the company after the first year. It is found 
that the higher priced contracts are more sat- 
isfactory to both companies and purchasers, 
as the extremely limited contracts are prac- 
tically worthless. A St. Louis company is now 
selling policies for $2 and $3, and the Fra- 
ternal Identification Company is now putting 
out one for $5, which covers both accident 
and _ sickness. 
++ ++ 
SUES FOR $40,000. 

The widow of Colonel Thomas G. Campbell, 
ene of the prominent atterneys in the Goebel 
murder trials in Kentucxy, nas brought suit 
in Newburgh, N. Y, against the Fidelity & 
Casualty for $40,000, the ammount of an zecci- 
dent policy held by him. He sustained a fall, 
and, peritonitis setting in, death resulted. An 
autopsy disclosed the presence of an internal 
cancer, and the company holds that the cancer 
was the cause of deah. 





PLACE BUSINESS WITH SINGLE FIRM. 


Trusts Desire to Concentrate Their Insurance 
Work as Far as Possible with One 
Agency. 


The trusts are now almost entirely arrang- 
ing with managers of liability companies at 
the headquarters of the trusts to handle their 
entire line of liability and steam boiler in- 


surance. In a way the same method is fol- 
lowed regarding the bonding of their em- 
ployes. The management of a trust desires 


to deal with one office in the handling of its 
lines of insurance, as far as possible, instead 
of placing it at the location of each plant. 
The work is thus centralized and the trust 
has the satisfaction of knowing that the work 
is being looked after by an_ expert. An 
agency that secures a line of insurance for 
a trust on all its plants can afford to give 
considerable attention to it, as the commis- 
sion is quite large. This, of course, deprives 
the country agents of the business, but it is 
one of the features in the industrial evolu- 
tion. Where there is a resident agents’ law, 
local agents are given a small commission for 
signing the policies. 





HAVING AN UNFAVORABLE EXPERIENCE. 

The Title Guaranty & Trust Company is 
having a rather unfavorable experience on 
its bonding on the Catholic Order of Forest- 
ers, largely due to defalcations of those to 
whom funds have been intrusted. In one case 
a bank, in which funds were deposited, failed 
As a general rule fraternal society business 
has been regarded as a good class. The Na- 
tional Surety has had a practical monopoly on 
the fraternals until recently, when agents of 
other companies have been going after it. 

++ ++ 
BETTER SERVICE IS GIVEN. 

Since the A&tna Indemnity has placed its 
Chicago burglary department in the hands of 
Manager Benson of that city, who has the 
bonding and plate glass department also, the 
company is enabled to handle its business with 
greater satisfaction, as it is in direct charge 
of the company’s office and all claims are paid 
from there. Manager Benson, since coming 
to Chicago, has demonstrated his worth in 
handling the company’s business successfully. 

s+ at 
NOT A SUIT PENDING. 

The liability department of the Travelers 
has reason to feel proud of its record in Mich- 
igan. At the present time it has not a single 
case pending against any of its policyholders 
in the courts of the State. This record is 
commendable, considering the vast business 
done by it in the State, and certainly speaks 
well of the methods being pursued by the 


company. 
-_- Sad 


HOPE TO GET THE FEDERAL UNION. 

The Surety Underwriters Association of 
Chicago is now working on the Federal Union 
Surety to induce it to become a member. This 
company was formerly a member of the as- 
sociation when_$. M. Hilligoss was the man- 
ager in Chicago. When the management was 
changed to Montgomery & Funkhouser they 
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retired from the association, but the other 
members feel that the firm, being board fire 
insurance agents and believers in boards, may 
be persuaded to cast its lot with the asso- 
ciation. The officials feel quite elated over 
the election of Joyce & Ayres, Chicago mana- 
gers of the National Surety, to membership. 





RECOGNIZED BY THE UNITED STATES. 


List of Surety Companies Accepted by the At- 
torney-General as Sole Surety 
on Bonds. 


The following are the companies which 
have applied for and received the authority 
of the attorney-general under the act of Con- 
gress of August 13, 1894, to do business as 
surety on such bonds, etc., as are re- 
quired in matters affecting the United States, 
corrected up to and including August 31, 
the dates being those on which authority was 
granted: 

CALirorNIA.—Pacific Surety Company, San 
Francisco, November 25, 1808 

Connecticut.—/Etna Indemnity Company, 
Hartford, July 29, 1897; Colonial Trust Com- 
pany, Waterbury, September 16, 1903. 

DeLawAre.—Equitable Guarantee & Trust 
Company, Wilmington, October 5; 1897. 

InpIANA.—Federal Union Surety Company, 
Indianapolis, October 6, 1902. 

Maine.—Union Safe Deposit & Trust Com- 
pany, Portland, April 3, 1897. 

MaryLAnp.—American Bonding Company, 
Saltimore, August 2, 1902; Fidelity & De- 
posit Company, Baltimore, August 28, 1894; 
United “States Fidelity & Guaranty Com- 
pany, Baltimore, September 25, 1896. 

Micuican.—Detroit Trust Company, De- 
troit, January 30, 1901; Union Trust Com- 
pany, Detroit, January 31, 1900. 
idelity Trust Company, Kan- 
March 20, 1900; Lincoln Trust Com- 
pany, St. Louis, April 10, 1896; Mississippi 
Valley Trust Company, St. Louis, July 8, 
i898; St. Louis Union Trust Company, St. 
Louis, August 2, 1902. 

New York.—American Surety Company, 
New York, September 10, 1894; Empire State 
Surety Company, Brooklyn, July 26, 1902, 
Fidelity & Casualty Company, New York, 
November 1, 1894; National Surety Company, 


sole 





sas City, 


New York, June 18, 1897; United States 
Guarantee Company, New York, October 17, 
1804. 


Outo.—Bankers Surety Cleve- 
land, November 12, 1901. 
PENNSYLVANIA.—I ndustrial 
Savings Company, Philadelphia, June 14, 
1898; Mortgage Banking Company, Pitts- 
burg, December 8, 1903; Cambridge Trust 
Company, Chester, July 7, 1903; Union Trust 
Company, Pittsburg, August 2, 1895; Mer- 
cantile Trust Company, Pittsburg, October 8, 
1894; City Trust, Safe Deposit & Surety Com- 
pany, Philadelphia, September 11, 1894; Har- 
risburg Trust Company, Harrisburg, May 18, 
1898; Lawrence Savings & Trust Company, 
New Castle, April 15, 1902; Merchants Trust 


Company, 


Trust Title & 


Company, Philadelphia, May 2, 1896; Title 
Guaranty & Trust Company, Scranton, No- 
vember 8, 1902. 

VermMont.—American Fidelity Company, 


Montpelier, October 23, 1903. 
VircintA.—Carolina Trust Company, Nor- 
folk, March 10, 1903; Virginia Trust Com- 
pany, Richmond, December 31, 1894. 
West VircintA.—Citizens Trust & Guar- 
arty Company, Parkersburg, July 22, 1901. 





TALK OF COMBINING REGISTRY COMPANIES. 

There is a rumor of a combination being 
firmed among the registry and “identifica- 
tin” companies. Although there are prob- 
ally thirty-five companies selling key-ring ac- 
ci ent insurance, it is said that only a few 
a! making a success. It is possible now for 
a -one with the price of the first block of 


DP icies to start a registry company, and it 
is said that the little concerns, while mostly 
ul uccessful, interfere somewhat with the 


lavver ones. The plan of operation would be 
to have the accident companies shut off the 
St ey of policies from the small fellows, 

hch would force the latter out of business. 





The accident companies, it is said, are al- 
most ready to agree to this, as they would 
probably sell as many policies to the remain- 
ing companies and would not have to deal 
with irresponsible concerns. If this could be 
brought about the successful companies 
would be merged into one large company and 
the field could be covered more thoroughly 
and with less expense than at present. 
- - 
CASUALTY APPOINTMENTS. 
OHIO. 


Indemnity—Henry J. 
Sparks, 


£=tna 
mouth ; 
Dayton; David K. 
Higdon, Columbus; 
Casualty 


Farmer, Ports- 
Newark; D. M. Martin, 
McDonald, Batavia; Ben 
William H. Peters, Ironton. 
; Company of America—Ben Higdon, 
Columbus; Wm. H. Peters, Ironton; Roger L. 
Flynn, Columbus; D. M. Martin, Dayton; Henry 
J. Farmer, Portsmouth; W. W. Scott, Cleveland. 

Central Accident—George W. Hassenier, Wapa- 
koneta; John W. Barr, Smithfield. 

General Accident—Leo Holland, 

Maryland Casualty—John F. 
town. 

Metropolitan Plate Glass & 
Williamson, Port Clinton; B. B. 
etta. 

Metropolitan Plate Glass & Casualty—Benj. M. 


Columbus. 
Cantwell, Youngs- 


Casualty—Wm. 
Putnam, Mari- 


Clark, Chillicothe; Chas. E. McMillen, Akron. 
‘North American Accident—G. D. Fenton, Ashta- 
bula. 

ers Casualty—Patrick A. Carr, Zanes- 
ville. 

Phila. Casualty—Dawson, Beggs & Co., Colum- 
bus; C. M. Hayden & Son, Toledo. 

Title Guarantee and Trust—C. A. Mowry, 


Bellefontain; H. C. = Piqua; Meeker & 
Muinnich, Greenyille; E. H. Coe, Dayton; W. G. 
Shannon & Co., Eaton; W. S. Pollock, Delaware: 
Jones & Willson, Marion: A. W. & F. C. Fretz- 


niger, Ashland; J. B. Leonard, Bucyrus; Wm. 
Welsh, Mt. Vernon; John KR. Warner, Newark; 
E. H. Pollock, Mt. Gilead; Cook & Tracy, Mans- 


field; I. Ferrell, Russell D. Cook, Marietta: W. 


C. Meyers & Co., Wooster; Henry Kear, Upper 
Sandusky. 

United States Casualty—Edwin Hl. Gridley, 
Lodi; J. W. Doudna, Marietta. 


United States Health & Accident—J. J. 
Toledo. 

Aitna Indemnity—William’ C. 
Robert Hood, Cedarville. 

Casualty Co. of America—J. FE. 
mington; Wm. C. Martin, Jackson; 
Cedarville. 

Continental Casualty—H. N. 
Richard Natross, Columbus. 


Mackay, 
Martin, Jackson; 


Wil 
Hood, 


Cornell, 
Robert 


Mellor, Dennison ; 


Great Eastern Casualty—E. F. Kelly, Martins 
Ferry. 

Maryland Casualty—Wm. D. Heckert, Fostoria. 

Metropolitan Plate Glass—J. T. Aston, Toledo. 


National Protective—M. A. Kirchner. Mt. Gilead. 
National Surety—James Reed, Ashtabula; H. 
Clinton Belt, Basil; Parks & Ames, Chardon; J. 
Frank Furman, Sidney : G. T. Hecklinger, Warren. 
North American Accident—G. W. Andrews, Mid- 
dietown; Edward L. Neible, Hamilton: W. W. 
Fletcher, Coshocton: Isaac Lecrest, Ryersville: 
Nelson D. Miller, Steubenville: Thos. W. Montgom 
ery, Newark; Lee S. Lake, Newark: Clarence L. 


Cole, Medina; Glen F. Beach, Seville: Chas. W. 
Hagerman, Chattanooga: Wilbur O. Day, Ottawa: 
ng Slavens, Portsmouth; Le Roy Irons, Waynes 
ville. 
Preferred Accident—J. F. Downing, Middleport. 
Standard Accident—-Robert Boyd, Coshocton. 
Title Guaranty & Trust—Mark ©. Bovee, Elryia : 
A. T. Spitzer, Medina; E. M. Roberts, Ravenna; 
John Memmer & Son, Akron: Willard Smyers, 


Hamilton; T. M. Saxton, Washington C. H.; I. EF. 
Streitenberger . Chillicothe: I. L. Parry, Jackson. 
U. S. Casualty—David Gottdiner, Cleveland; F. 
L. Burns, Warren. 
U. S. Health & Accident—C. B. 
Conneaut; Joseph Kenny, Wellsville. 
MICHIGAN. 


Willoughby, 


General Accident, Scot.—S. M. Brown, Rich 
land. 

Metropolitan Plate Glass & Cas.—Bierce & Sage, 
Detroit. 

National Surety—J. J. Danhof, Grand Haven; 


Holland. 
Amsterdam Cas.—J. P. 


Marsilje & Kooyers, 

New 
ids. 

New Jersey Plate Glass—Jos. Herrmann & Sons, 
Grand Rapids. 

North American Accident—Geo. W. Sloat, 
lac; J. L. Maniere, Detroit; Arthur Page, 
son; David Carson, Kalamazoo. 

Pennsylvania Cas.—Louis Goeschel, Bay 
A. B. Curtis, Traverse City; Wm. Vhillips, 
Bay City. 

Mitchell, Detroit. 


Travelers—Geo. 
Title Guaranty & Trust—L. T. Griffin, 


Cozatt, Grand Rap- 


Cadil- 
Jack 
City ; 
West 


Detroit ; 


M. A. Dibble, Detroit: Escanaba Ins. Agency, 
Escanaba; Peter White & Co., Marquette: Edmund 
Ashford, Manistique: W. M. Langley, Munising. 


U.S. Cas.—E. M. 
rar, Gaylord; H. EB. Devlin, 
olls, Lake Linden; Frank Connell, 
D. Burdick, West Lansing. 

U. S. Health & Accident—I. M. Davis. Bear 
Lake : L. H. Allen, Battle Creek; J. A. Pengra, 
E. M. Counselman, G. H, Thomas and W. R. Pel 


Detroit; O. W. Far- 
Jackson: Wm. Nich 
Marquette; J. 


Gladwin, 


ton, Grand Rapids; J. Hubbell. Grand Rapids: 
E. E. Stine, Jackson; G. F. Peters, Jackson; C. 
H. Messenger, Saginaw. 

U. 8. Fidelity & Guaranty—J. F. Morford, Ona- 
way 

American Mutual Aid, Mich.—Elmer Sampson, 
Detroit; A. F. Schuler, Lansing; H. W. Brown, 


Lansing. 

American Relief Society. Mich.- 
four, Bad Axe: Robt. McKay, Deward; Jno. 
croft, Flint; J. K. Elliott, Flint; J. §. 
Frederic; P. D. Borchars, Grayling; D. R 
Hancock: G. W. Swarthout, Laingsburg; 
Browning, Watrousville. 

Knights Templars & Masonic 
0.—W. J. Coombe, Calumet. 

Mich. Benevolent Assn.—Hugh 


David A. Bal- 
Ilop 
Glover, 
Orella, 

Joel 


Mutual Aid Assn., 


Gallup, Ashley ; 





F. H. Gallup, Ashley; Meril Van Cise, Bad Axe; 
Chas. Noble, Bad Axe; Chas. Tucker, Cedar Run; 
Albert Hitsman, Henry; A. A. Dick, Nashville. 
National Protective, Mich.—A. F. Fielder, Belle 
vue; Geo. F. Gardner, Charlotte. 
Phenix Accident & Sick Be *nefit Assn., Mich. 


Cc. C. ‘Tanner, Mt. 
Munising. 
Stockmans Indemnity Co., 
Freeland; F. L. Keating, 
Sebew aing. 
Standard 
Broadbent, 


Pleasaant ; Gregory, 
Mich J. J. Metealf, 
Pellston; R. D. Martin, 


Benefit Association, 
Grand Rapids; E. EB. 
E. Stine, Jackson; Jas. 
Kimble, Pontiac; Alex. Haskins, Saranac. 

Workingmen’s Mutual Protective Assn., Mich.— 
panpare Neimeyer, Allegan; R. M. Simonsen, Hol- 
and. 


Mich.—J. W. 
June, Jackson ; E. 
McPherson, L owell ; Elmer 


S. Accident 


, Assn., 
Adrian ; I. G. 


Swander, 


Mich.—W. A. Teachout, 
Alanson: G, A. MelIntyre, 


Beaverton; Chas. Burtch, Bellaire; A. L. Pilkey, 
Detroit; Arthur Whittaker, Kalamazoo; A. [I. 
Parker, Jr., Kalamazoo; Jesse Williams, Muske 
gon; Arthur Bullock, Muskegon Heights: G. H 
Wilcox, McBain; J. A. King, Munising; Chas 
Cole, Rose Bush. 

Fidelity & Casualty-—-G. W. Ames, Bay City. 

General Accident, Scot Jas. Myers, Kalama 


zoo; Thos. Pountain, 


Kalamazoo, 
London Guarantee ’ 


FF. Sawher, Cadillac. 


Metropolitan Plate Glass—Geo. E. Benner, Clare. 

National Surety—A. L. Fitch. Charlevoix. 

N. J. Plate Giass—F. N. Schmelzer, Saginaw ; 
J. J. Neahr, Three Rivers. 

North American Accident—Jos. La Donceur, Es 


canaba. 
U. 8S. Fidelity & 


Guaranty 
Petoskey. 


Clare J. Le Roy, 


. S. Health & Accident—B. D, Harris, Flint ; 
Wm. F. Nichols, Saginaw. 

Fidelity Accident & Protective—W. H. Brown, 
Alpena; Burr Haight, Bronson: Thos. Treloar, 


Calumet; G. L. Perreault, Calumet: W. J. Me 


Ginnis, Donaldson; 8 . Moon, Flushing; Geo 
Sharp, Farwell; Chas. Reindel, Fraser: Geo. Le 
Due, Flint: Geo, Johnson, Flint: H. G. Hicks, Gay 
lord; G. D. Lee, Hemlock; G. A. Davis, Saginaw ; 


Patrick O'Neal, 
Mich. 


Wolverine. 
Benevolent 


Wm. Walraven, Bay City; 

R. D. Skelton, Bay City 
Phenix Aecident & Sick Benefit—L. F. Hall, 
Adrian; C. W. Parker, Adrian: Wm. Reule, Ann 
Arbor; Samuel Miller, Charlotte: M. EB. Kubat, De 


troit; W. E. Delaney, Detroit. 
INDIANA. 
Bankers Surety—wWill W Lafayette. 


Burroughs, 
Casualty Co. of America—W, \ Scott, 
fort. 

National Surety 

Travelers—T. R. 
lor, Indianapolis. 

litle Guaranty & 
yette, 

a. & € 
Chas. E. 

Central 
Hl. L. 
] 


Frank 


Chas. A, 
Rust, 


Reynolds, Valparaiso 
Columbus; O. M. Tay 


Frank 


Miller, 


Trust Kimmel, Lafa 
asualty—C, W. 
Grass, Elwood, 

Accident EK. G 
Cowles, 


Bloomington ; 


Hathsteiner, 
Crawfordsville; O. B 


Tell City: 
Simpson and 


* CC. Waldmann, Kokomo; John W. Holmes, Port 
land; E. R. Gesaman, Fort Wayne: Jas. T. Cock 
burn, Logansport; Kinney & Kinney, Columbus; 
J. J. Killmer, Frankfort; Charles R. Riley, Middle 


town: John W. Hutchinson, 
Mayfield, Edinburg 
Fidelity & C 


Mishawaka ; James W 
: Heritage & Boland, Anderson 
asualty—S. I. James, Cayuga 
MISSOURI 

Fidelity & Casualty-——W. W. Vollock, Mexico 

North American Accident—-L. 8. Minard, Kan 
sas City; M. M. Hughes, St. Louis 

Ocean Accident & Guarantee—-R, M. 
celsior Springs 

U. S. Health & 
Sikeston, 

Continental ¢ 


Wilson, Ex 


Accident—John W. Harris, 


‘asualty——-L. C. Ware and Kitchen 


& Grove, Salem: KE. S. Gilbert, St. Louis 
National Accident—Ilenry Wermeier, Oakville 
. J. Plate Glass—-l. B. Dunlap, Kansas City 
North American Accident—G. 1 Thompson, 
Kansas City. 
Ocean Accident-—Lawrence County Land Com 
pany, Aurora 
U. S. Casualty—Clark W. Reese, Kansas City 


MINNESOTA, 
Employers’ Liability—George M 
laul. 
Equitable Accident Company, 
J. Matthews, Red Wing 
Great Eastern Casualty & 


Warrem, St. 


William 


soston 





Indemnity—Cc,. 7? 


Riegel, Minneapolis. 

Fidelity & Casualty—-Hlerbert Mcltlenry, Delhi; 
C. H. Christopherson, Lucerne. 

National Surety, N. Y.—John C. Carlson, Rush 
City. 

National Protective Association, Mich Mike 
Kauppi, Duluth; H. C. Peo, Minneapolis 

Ocean Accident and Guarantee—-W. FE. Block, 


rosston. 

Continental C 
T’aul. 

Fidelity & C 
George K. Fargo, 
son, Tower. 

Ocean Accident 


isualty—George I Phenix, St 
asualty—-Il. M 


Thief River 


Mdmonds, 


Bemidji; 
Falls; O. W 


Oker 


Llovd G. Moyer, Montivideo 


WISCONSIN 

Edward Schroeder, Milwau 
Madison; Charles Il. Pfen 
nig, Kenosha; Darius J. and F. R. Morey, Racine ; 
A. J. and F. J. Barber, Oshkosh: Henry Clark, 
Stevens Point: C. J. Watterson. Waukesha. 


Etna Indemnity 
kee; TI. B. Hobbins, 


Atlas Casualty Kinar O. Hanson, Stoughton: 
J. lh. Lavine, Colfax: James W. Acker, Juneau; 
Ilorace aware, Antigo: J. TB. Crisman, Green 


wood: U. J. Greisch, Antigo. 


Bankers Surety—H. BE. G. Kemp, Rhinelander 

Central Accident—F. FE. Chartier, Wausau; A 
L. Erickson, Mondovi; Carl D. Michaelson, Hud 
fon. 

General Accident—R. J. Havenor, Waupaca; G 
BR. Lee, Milwaukee. 


Northwestern Accident & Benefit—-Oscar Gregor 
son, Peru. 

Ocean Accident & Guarantee 
Milwaukee 

Pacific Mutual Life 
W. Sheldon, Madison 


John .A. Morrison, 


(Accident Dept ) Walter 
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Travelers Life (Accident Dept.)—Robert C. 
Hayling, Peshtigo. 

Atlas Casualty—Gustave Luebke, Brokaw; F. L. 
Hague, Lake Mills. 

Central Accident—J. P. Witwen, 
ran H. Webb, Beloit. 

Chippewa Valley Casualty—William A. 
mont, Olaf C. Thorpe, Stanley. 

Continental Casualty—Ed 
George I. Phoenix, Elroy. 

Fidelity & Casualty—C. H. 

La Crosse Mutual Air Assn. 
waukee. 

Travelers—Harry E. Gillen, Duck Creek, 

Western Relief Assn.—Charles Schmidt, Milan; 
E. Otto, Appleton; C. L. Anderson, L. Anderson, 
Marinette. 

Woodmen 
Evansville. 


3araboo; My- 
Beau- 
Esch, Dodgeville ; 


Hoffman, Beloit. 
Julius Rehm, Mil- 


Accident Assn.—Hl. PD. Wendrick, 





STATISTICS OF RAILWAY ACCIDENTS. 


Interstate Commerce Commission Presents 
Some Figures on Railway Accidents for the 
Year Ending June 30, 1903. 








thie merits of the company and,the agent, and 
not -by -bitter attacks upon competing com- 
panies, .or by. rate-cutting. 

“We commend your attention. to our ideas 
upon the subject, feeling: quite’‘sure you will 
fully agree with -us.” 

- 7; 
FEDERAL UNION’S SOUND ADVICE. 

President Dougherty of the Federal. Union 
Surety has circularized his agents, calling 
attention to the editorial’ in -PHE WesTERN 
‘UNDERWRITER, deploring personal animosities 
injected into the business. He says: 

“i thoroughly agree with the editor's’ sugges- 
tion that “The surety companies, for the gen- 
eral good of their line of underwriting, should 
return to more ethical and dignified methods 
of competition.’ It has always been the policy 
of this company to vigorously defend _ itself 
against the machinations of its enemies; but 
not to say a word to the public against other 


found the liability to breakage much less than 
where the Pollard was used, and ‘it costs only 
about fifty per cent more to "replace such glass 
than glass in sash. With the Pollard clamp 
holes are drilled through the glass-and screws 
set through them into one clamp, while with the 
Crane, a notch is,cut in the edge. of.‘the-glass 
and a clamp on the outside and one on the 
inside are pressed against the glass. by means 
of a screw through the notch. 

tt y ~ 





STOCKYARDS SURETY LINES. 


Packing house lines are regarded as hazard- 
ous by most of the surety-companies. Several 
of them have lost heavily on this class. . The 
companies that have been carrying such lines 
as Armour, Swift and Nelson Morris say that 
the lowest rate should not be less than 75 
cents. The Employers Liability statés its loss 
ratio on the Nelson Morris risk has’ been 70 





cents. , 
The report of the Interstate Commerce —a or a rn and | now ' pa a : 
. Way : . take this opportunity of emphasizing our posi- i 
e following amon 
Commission — - .- g g tion, LABOR UNIONS MET WITH. | 
other statistics ve bape yee poses rg il “No surety company has any more loyal. nor Employers liability companies frequently > 
n > » Arse. . . . . p 
eis ee — the year coding. Pde 30, 1903, ; COOl-headed representatives than the Federal | come in contact with labor unions in the ad- e 
was 86,393, of rise ag ge oye the 4 — » yet in = —_ of ae rggee of justment of claims. The union may. attempt é. 
ber of persons ed an 76,553 the number them, in repellin the cowar attack o a pee te ae . ee » ° 5 
jured. WGasuaition cocurred among three general i Fer mt por a pacer + be cen oo assist the claimant in securing a settlement i 
classes of railway employes, as follows: ‘Train- j y Pp to his advantage. In some cases exorbitant 
men, 2,070 killed and 25,676 injured; switch ! to answer in kind, and to these I now appeal. demands are made, but as a rule the com- iz 
tenders, crossing tenders, and watchmen, stiede | If a competitor cuts a rate or commits some panies would prefer to deal with the laber =| 
killed, 2,352 injured; other employes, 1,253 killed, | other unworthy act, there will be no harm in é ~ 
$2,453 injured. vs union representative than the personal damage & 
The number of passengers killed in the course | Temonstrating with him with a view to show- attorney. 3 
of the year 1903 was 355, and the number injured | ing him the error of his way, but do not get a 
4 3 : assengers were : 
Kilied and 6 yet, ““iphere ‘were “173, pas- | UPON the housetops and proclaim his weakness CASUALTY NOTES. 
sengers killed and 4,584 injured because of col- , tO the world. 1 know it sometimes seems hard , 
lisions and derailments. The total number of per- | to turn the ‘other cheek’ instead of smiting That — accumulation feature of accident 3 
wos, cofuat than Gmployes and passengers, Klled | the oppressor, but in the long run you will | companies is cutting some figure is seen i 
the ccuuatiios to persons classed as trespassing, of win.’ eight death claims which the Preterre as 4 
whom 5,000 were killed and 5,079 were injured. * + recently paid in which the excess amount was 4 
The ratios of casualties indicate that 1 employe a $= 700, 3 
in every 364 was killed, ard te employe in sit BUSINESS IN GREAT BRITAIN. Th Preferred Accident of New York paid 3 
22 was injured. With regar to trainmen —that a oS = se e eterred Accide of New Yo d x 
corm ton Slay eM: | at Cae Seite Memes A | Sapp. te, death clin rising ato 
me i ‘g d « ~ > 2 e 7¢°4 > > > 1e , ; 
every 123 caohesed, and 1 was fedeeed for every ite 4 ala ‘ the recent accident on the Denver & Rio 
10 employed. prospects for its development are flattering. } Grande railroad, in which one hundred per- 
One passenger was killed for every, 1,067,441 [he company issues a policy in conjunction | sons were killed. 
an ae eee hy traveled, | With the British National Premium Liie In- The Huron County Real Estate Company 
however, the figures show that 58,917,645 pas- | surance Company, so that a policyholder has a | of Norwalk, Ohio, has purchased the acci- 4% 
senger miles were accomplished for each passenger | combined contract sold on the industrial plan. | gent and health business of J. A. Strutton 
killed, and 2,541,096 passenger miles for each pas The work is done chiefly among the middle id S Poe’ te 1 ’ 
senger injured. Secees Gud Whadinn oendle who represented the Standard Accident. The 
—* ae P P hai Real Estate Company has a large fire in- 
surance agency. 
PRESIDENT JOYCE GOES ON RECORD. sciilitie 
eS a R. L. Stewart of the St. 


President William B. 
tional Surety Company, recognizing the in- 
jury done to any line of business by unpro- 
fessional competition, has issued the follow- 
ing circular letter to agents: 

“For some time past it has been regrettably 


Joyce, of the Na- 





Some time ago the plate glass confer- 
ence reduced rates on clamp-set glass from 
four to two and one-half times the regular 
rate. It is considered by some of the Ohio 
agents that a mistake has been made in not 
making different rates for different clamps. 


Louis office of the 
National.Surety is now the acting agent for 
the company in Kansas City, Mr. Stewart 
was formerly connected with the Kansas 
City office of the company and is well ac- 
quainted with the situation in the city. 


The Pennsylvania Casualty Company of 
) j y 


ite SP 


noticeable that many surety agents, in press- | Some say that for the Pollard clamp the old Scranton, Pa., which was recently admitted 
ing for business, have resorted to a system of : rate was none too high, as it costs four times to the Missouri, has appointed as _ general 
‘knocking’ competing companies, and it has ! as much to replace glass set in that way as | agent for the State L. S. Joseph of Cape 
reached such a point that this company wishes ' when set in sash and the chances of break- | Girardeau. The company will do accident, Fs 
to put itself on record as not countenancing | age are much greater. Where the Crane | plate glass, employers liability and steam boiler 


such methods. Business should be secured on 


; clamp is used, on the other hand, they have 





insurance. 
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Company: 


Men of Characler are attracted to the 
Agency Force of the Northwestern 
Because the Northwestern accepts busi- 
ness only from regular agents of the 


Because Northwestern policies command 
100 cents on the dollar. Rebating 
has been prohibited for ten years. 


Northwestern 


Mutual Life Insurance 
Co. of Milwaukee. 


H. L. PALMER, President. 


The 


J. W. SKINNER, Secretary. 
Organized 1857. 
































Northwestern commissions are for North- Assets, Jan. 1, 1904, . . . . « $178,200,625.20 : 
western agents. Liabilities, inciuding $25,897,879 ii 
surplus accumulations held 
to meet tontine and semi- 
Best Resutts to Poticy-Ho.pers. tontine contracts, . . . .  172,585,861.30 
Most ATTRactTive Po.icies. Generat Sergius, Sag Ch eal $5,614,763.90 ; 
Issues PARTNERSHIP AND CORPORATION INSURANCE. 3 
Basiness of 1903 largest in history of 
For further information or an Agency, address: Company 
H. F. NORRIS, Superintendent of Agencies. ‘ 
— Purely Matual, and transacts business only in 
the United States. * 






































the monthly issue con- 
taining life stpplemet $1.00 per year. 
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CHICAGO AND CINCINNATI 





Single Issue 20 Cents 


TOPICS FOR LIFE INSURANCE FIELD WORKERS. 


.e ‘ge Educational and Semi-Technical Features Discussed. «© ‘ec ‘e 





ONSIDERABLE interest is taken by 

agents in the policy loans of life com- 

panies. The loan values in modern 

policies are dwelt upon by agents in 
soliciting, and the agents frequently desire 
their companies or general agents to accept 
notes for first premiums. Notwithstanding 
the loan privileges, some companies discour- 
age borrowing by their policyholders, while 
other look upon policyholders’ notes as the 
best kind of investments. The attitude of 
the various companies is, to a certain extent, 
reflected in their annual statements. 

Thet AZtna Life has $3,305,537 of its assets 
in policyholders’ notes. Of this amount $2,- 
945,678 is represented by actual loans and 
$359,859 by premium notes. Notes for first- 
year premiums amount to $6,848. Among the 
assets not admitted is an item of $888 for 
premium notes and loans in excess of the 
net value of the policies. Total admitted as- 
sets, $66,229,269. 

The Bankers Life of New York holds pol- 
icyholders’ notes to the amount of $86,842, 
the loans amounting to $69,872 and the pre- 
mium notes to $16,470. Its notes for first- 
year premiums amount to $636. The notes 
in excess of the net value of the policies 
amount to $1,990. Total admitted assets, 
$1, 172,729. 

The Central Life of Des Moines has notes 
to the amount of $50,324. Its policy loans 
equal $41,174, and premium notes, $9,150. 
Notes for first-year premiums equal $5,547. 
Notes in excess of the net value of the poli- 
cies equal $6,117. Total admitted assets, 


The Connecticut Mutual has no policy notes 
except those taken in payment of premiums. 
They amount to $577,521. Total admitted as- 
sets, $64,917,549. 

The Conservative Life of Los Angeles has 
premium notes and liens on policies in force, 
of which $27,314 is for first-year premiums 
and of which $878,276 is fully secured by 
reserve on policies, to the amount of $081,- 
667. This leaves $103,391 on policies where 
the note or lien is in excess of the reserve. 
Total admitted assets, $1,546,048. 

The Des Moines Life has notes and liens 
to the amount of $501,728, in addition to pre- 
miuim notes on policies in force, amounting 
to $8,260. Notes in excess of the reserve 
amount to $6,828. Total admitted © assets, 
$1,083,976. 

The policy loans of the Equitable Life of 
New York amount to $18,834,128. Total ad- 
mitted assets, $377,892,290. 

The Federal Life’s policy loans amount to 
$4,146, and its premium notes, of which $387 
is for first-year premiums, to $3,666. Pre- 
mium notes or loans on policies in excess of 
their net value amount to $7,465. Total ad- 
mitted assets, $172,214. 

The policy loans, liens and premium notes 
of the Fidelity Mutual equal $775,549. Of this 
amount $215,996 is in premium notes, of which 
$57,169 is for first-year premiums. The loans 
and notes on policies in excess of their net 
alae equal ‘$6,687. Total admitted assets, 

$5,883,925. 

The Germania Life’s policy loans amount 
fs) > 831,465. Total admitted assets, $32,476, - 


The policy loans of the Home -Life amount 
io $849,129 and the premium notes to $512,- 








471. The notes for first-year premiums 
amount to only $8.80. Total admitted assets, 
$15,102,841. 

The ‘Manhattan Life’s policy loans equal 
$1,039,530 and its premium notes, of which 
$9,279 is for first-year premiums, amount to 
$334,787. Totai admitted assets, $17,592,154. 

The Massachusetts Mutual’s loans on poli- 
cies amount to $3,233,428. In addition, it holds 
premium notes, less $4,624 given for reinsur- 
ance, amounting to $747,252. Total admitted 
assets, $33,511,127. 

The Metropolitan’s loans 
force amount to $1,421,003. Its premium 
notes equal $675,496. Premium notes and 
loans on policies and net premiums in excess 
of the net value of their policies, $246,355. To- 
tal. admitted assets, $105,656,312. 

Michigan Mutual: Loans made to policy- 
holders on this company’s policies assigned as 
collateral, $785,818 ; premium notes on policies 
in force, of which $51 is for first-year pre- 
miums, $70,891. Total admitted assets, $8,- 


355,078. 
Loans made to policy- 


on policies in 


Minnesota Mutual: 
holders on this company’s policies assigned as 





GOOD ADVICE. 


Use tact and judgment to know when 
to press home the necessary arguments 
to secure the signature of the applicant. 
Use diplomacy in soliciting, and avoid 
boring a man when he is not in a re- 
ceptive mood. Do not talk too much. 
Confine your conversation to the vital 
points, and do not ramble. Listen 
rather than talk if your man seems to 
like to hear the sound of his own voice. 
Remember that your work is to secure 
business, not to get the best of an argu- 
ment. Don’t hammer and pound and 
talk when questions are asked. Concen- 
trate your mind on the one thing, namely, 


to get his signature to the application.— 
% Bulletin. 











collateral, or secured by the terms of the pol- 
i¢y, $639,110; premium notes, of which $7,879 
is for first-year premiums, $11,800 ; premium 
notes or loans in excess of the net value of the 
policies, $657. Total admitted assets, $1,800,- 


347. 

Mutual Benefit: Loans made on company‘s 
policies, $7,939,084; premium notes, of which 
$27,231 is for first-year premiums, $4,805,601. 
Total admitted assets, $87,453,407. 


Mutual Life, New York: Loans made on 
company’s policies, $18,926,101. Total ad- 
mitted assets, $401,.821,662. 

National Life, U. S. A.: Loans on com- 


pany’s policies, $87,762; premium notes, $8,994. 
Total admitted assets, $4,694,706 
National Life, Vermont: Loans on 
pany’s policies, $2,831,842; premium 
$005,493. Total admitted assets, 
New England Mutual: Loans on com- 
pany’s policies, $2,053,770; premium notes, 
$196,659. Total admitted assets, $35,784,010. 
New York Life: Loans on company’s poli- 
cies, $28,502,073; premium notes, $3,139,284. 
Total admitted assets, $352,652,048. 
Northwestern Mutual: Loans on 
ny’s” policies, $13,751,253; premium notes, 
$312,312. Total admitted assets, $178,200,625. 
Northwestern National: Loans and liens 


com- 
notes, 
$28,250,233. 


compa- 








on company’s policies, $2,765,237. Total ad 


mitted assets, $5,190,634. 

Pacific Mutual: Loans on company’s pol 
icies, $241,395; premium notes, $31,852. Total 
admitted assets, $6,102,611. 

Penn Mutual: Loans on company’s poli- 
cies, $5,096,912; premium notes, of which 
$5,628 is for first-year premiums, $1,163,816. 


Total admitted assets, $60,473,221. 

Phoenix Mutual: Loans on company’s poli- 
cies, $863,930; premium notes, $231,519. Total 
admitted assets, $17,011,162. 

Provident Savings: Loans on 
policies, $2,088,932; premium notes, of which 
$7 833 is for first year premiums, $220,281 ; 
premium notes or loans on policies in excess 
of their reserve, $32,917. Total admitted as 
sets, $6,952,887. 


company’s 


Prudential: Loans on company’s policies, 
$1,327,806; premium notes, $286,429. Total 
admitted assets (Wisconsin figures), $69,311, 
691. 

Reliance Life: Loans on company’s poli 
cies, $22,689. Total admitted assets, $2,018,- 
701. 

Security Life & Annuity: Loans on com- 
pany’s policies, $34,907. Total admitted as 
sets, $202,723. 

Security Mutual: Loans and liens on com- 


pany’s policies, $683,762; premium notes, of 
which $2,332 is for first-year premiums, $14, 
125; premium notes, loans and liens on poli 


cies in excess of their net value, $09,646. 
Total admitted assets, $1,988,871. 

Security Trust & Life: Loans on company’s 
policies, $125,904; premium notes, $61,597. 


Total admitted assets, $2,323,726. 

Travelers: Loans on company’s 
2,415,025; premium notes, $7,910. 
mitted assets, $32,197,451. 

Union Central Life: Loans on company’s 
policies, $3,434,419; premium notes, of which 
$281,541 is for first-year premiums, $1,418,- 
222. Total admitted assets, $38,630,328. 

Union Mutual: Loans on company’s pol- 
icies, $121,046; premium notes, including $55,- 


policies, 
Total ad- 


477 short-time notes taken in settlement of 
premiums in force, $148,229. Total admitted 
assets, $10,196,359. 

Washington Life: Loans on company’s 


policies, $1,473,247. 

$10,196,359. 
Wisconsin Life: 

icies, $8,144. 


Total admitted assets, 

Loans on company’s pol 

Total admitted assets, $143,338. 
ct. 

THEY FIRST GET THE POLICY. 


Some agents write a large part of their bus- 
iness without really getting their prospect ta 
apply for a policy. In the course of a talk 
they learn enough about his name, date of 
birth, etc., to enable them to fill out an appli- 
cation and get him to agree to let the doctor 
examine him. They fill in the amount they 
think he can be induced to take, get the doc- 
tor to have the prospect sign the application, as 
if it were a part of the medical examination, 
get the policy and then do their hard talking 
in delivering it. Of course they fail some 
times, and have to pay for the examination, 
but they claim that it is easier to get a man to 
accept a policy really issued and pay for it than 
it is to get him to apply for one, and that 
they make money by this course. The actual 
presence of the document that would be worth 
so much to his family in case he died seems 
to impress him more forcibly than the general 
principle of life insurance does. 
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STATISTICS ON THE EFFECTS 
OF TOTAL ABSTINENCE ON LIVES. 


Charles W. Scovel, manager of the Provi- 
dent Savings Life in Pittsburg, and George P. 
Donehoo, superintendent of the total ab- 
stinence department of Mr. Scovel’s agency, 
have gotten out a pamphlet entitled “How 
Abstinence Pays.” The point is made that no 
one disputes that the excessive use of alcohol 
shortens life, but the effects of moderate 
drinking have not been so plain and there 
has been a conflict of opinion going on for a 
century as to whether this practice really 
shortens life. The only method to establish 
a basis for an accurate statement would be 
the experience of companies in scheduling 
moderate drinkers and total abstainers. 

The pamphlet states that during the last 
fifty or sixty years the life insurance éxpe- 
rience has been accumulating in regard to 
this subject. There are a number of 4raterni- 
ties that insure only abstainers, and others 
that include moderate drinkers. Some of the 
legal reserve companies in England, Scotland 
and Australia have maintained abstinence de- 
partments. These experiences, together with 
other data supplied by medical research, are 
summarized up to 1901 under the title “Lon- 
gevity” in Funk & Wagnall’s Cyclopedia of 
‘Temperance and Prohibition. The writers de- 
clare that the weight of this evidence shows 
that the use of alcohol, even in moderation, 
seriously shortens life. : 

R. M. Moore, actuary of the United King- 
dom Temperance & General Provident Institu- 
tion, read a paper last November before the 
British Institute of Actuaries, covering sixty- 
one year’s experience and 125,000 cases. In 
this company abstainers are kept in a separate 
class from moderate drinkers. Both classes 
paid the same premiums and were dealt with 
on equal terms, except in dividing the profits. 

Mr. Moore sums up the company’s expe- 
rience: First, that non-abstainers are good 
average lives, generally equal to the best ac- 
cepted standard of assured life. Second, that 
the abstainers show a marked superiority to 
the non-abstainers throughout the entire 
working years of life for every class of policy 
and for both sexes, however tested. Exces- 
sive drinkers are barred from the institution. 
The table given by Mr. Moore shows that 
there are 46,956 deaths-among the abstainers 
and 57,891 among the moderate drinkers, mak- 
ing an excess of 23 percent over the tota} ab- 
stainers. The table showing the experience of 
different ages is as follows: 











| 
Number of Deaths |Excess Deaths Among 
| Moderate Drinkers. 























Ages. vat Mod ; 
Total Ab- | Moderate | , B ‘ 
| ‘stainers. | Drinkers, | Number. | Per Cent. 
~~ 20-30 4,221 4,667 46 | 1% 
30-40 4,201 7,041 2,840 68 °, 
40-50 6,246 10,861 4.615 74%, 
50-60 13.056 18.524 | 5,468 42°, 
60-70 | 29,078 34.568 | 5,490 19 


The argument goes to show that there is a 
much greater saving in mortality and hence 
the total abstainers will get a larger share of 
the profits. 

Some of the companies in the United States 
are now putting total abstainers in one class 
and making a specialty of this grade of busi- 
ness,. giving the class the benefit there is to 
be derived from excess saving. The Security 
Mutual Life, the Provident Savings, Security 
Trust & Life, the Equitable Life of New 
York and Manufacturers Life of Canada are 
five notable examples of companies that have 
total abstinence departments. The American 





Temperance Life of New York writes only 
teetotalers, but this is an assessment company 
and has never made any great progress. 
ct Ss Ss 
SAMPLE OF HIGH PRESSURE. 


An instance is recorded in one of the large 
western cities to show to what length some 
life insurance agents will go when under high 
pressure. An agent was very desirous of 
winning in a spectacular contest that his com- 
pany was carrying on and went to two of his 
friends to solicit their applications, but was in- 
formed by both that they needed no more in- 
surance, He induced each of them, however, 
to sign an application, saying that it would 
swell his volume of business and make a 
showing and when the policies were delivered 
they could refuse to take them. In order to 
assist him they followed his suggestion and 
later he took the policies to them, attempting 
by all manner of persuasion to have them 
accept them, which they refused to do. He 
called the next day with a new line of talk and 
argument but was unable to win the point. He 
finally borrowed $1 from each man and went 
to his office, giving the amount as the receipt 
on each policy and then had the collector 
attempt to get the balance. The men refused 
to have anything to do with such a game, and 
now they are being threatened with a suit for 
the balance of the premium. 


et Ss 
MAIN YALUE OF LITERATURE 
IS TO GIVE THE AGENT IDEAS. 


There is probably no other company that 
gets out literature of a higher character than 
that of the Equitable of New York. It is said 
to be prepared for the most part by Secretary 
William Alexander. It is a delight to the 
eye, so pretty that one hates to throw away 
a piece of it; and the arguments in it are 
so carefully prepared and so well sustained 
that it would seem that one could scarcely get 
away from them. 

If any company arms its agents for a ‘liter- 
ary campaign, surely the Equitable does. Yet, 
only a few weeks ago Mr. Tarbell told the 
agents that they are expected to individualize 
the literature. The company knows, as does 
every old agent, that literature does not close 
cases. Its chief value is as a text book for the 
agent. It contains lessons for him, puts sub- 
jects in a different light from that in which 
he had seen them, increases his stock of 
ideas and prepares him to put up more con- 
vincing arguments, 

An agent should read with great care the 
literature his company furnishes. He may well 
read that of competing companies also, as his 
company has no monopoly on ideas. Let him 
digest this, make it a part of his own intel- 
lectual equipment and then express the ideas 
in such form and in such a manner as fit 
the circumstances, To distribute this litera- 
ture is in most cases of little use, as very 
few people will read it carefully. An attor- 
ney does not present his client with a few 
volumes of law books and expect him to look 
up the law himself. In his argument before 
a court he quotes the law that fits the case. 
So should an agent learn what is in the litera- 
ture and then present it in his own way 
adapted to the concrete case, and not hand it 
out as a broad dissertation on general princi- 
ples or even as excellent advice adapted to 
cases as a class but not as individuals. 
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“The lucky dog is the one that hunts for 
bones, and hunts until he gets them.” 








OULD a contract direct with a young, progressive, up-to- 
date Company, offering opportunities for the development 
of your own ideas in Agency work, placing no limitations or 

restrictions upon your energy, appeal to you? A company having 
an absolutely clean history, with only high-grade business on its 
books and a policy contract involving a proposition that is sure to 


attract and interest. 


If so, address: 


AMERICAN CENTRAL LIFE INS. CO. 


INDIANAPOLIS 
Now operating ia the states of Ohio, ladiana, Iliino's, Pennsylvania, Michigan, Tennessee, Missouri, Texas and Kansas. 








INFLUENCE OF SELECTION 
I$ GREAT AND INDEFINITE. 


The word “selection” is one much used in 
life insurance discussions. To those who are 
not familiar with its use it doubtless pre- 
sents somewhat nebulous ideas, and those who 
are familiar, it is safe to say, have not in 
most instances considered the far-reaching in- 
fluence which selection exerts. 

Selection is a choosing or picking out from 
among others. Sometimes it is voluntary and 
sometimes it is done unconsciously. In 
either event it has some influence on the com- 
pany; it is either favorable or. adverse. 

As a general proposition it is- safe to say 
that selection made by the company is favor- 
able to it, while that made by a policyholder 
or by a number of policyholders is adverse 
to the company. To illustrate, let us suppose 
a pure stock company. The company desires 
the best possible risks in order that it may 
receive premiums from them for a long time 
and may not have to pay a claim on them soon. 
It prefers that they should buy endowment 
insurance, as in event of the early death of 
one of them he will have paid a larger amount 
in premiums than he would have done under 
a life policy, and further because there is a 
good likelihood that the endowment will ma- 
ture and the entire transaction be closed 
before the assured dies, and the company will 
suffer no loss at all on account of his death. 

As against that of the company stands the 

interest of the policyholder. The assured 
naturally wants to drive as good a bargain 
with the company as he can. If the assured 
for any reason felt that there existed a like- 
lihood of his not living to an old age, he 
would naturally want as cheap a policy as 
possible, that his estate might receive a much 
larger amount than he had paid in premi- 
ums. Or, supposing that he had a limited 
payment policy on which he had paid the 
last premium, and he had the option of con- 
tinuing it as a paid-up policy, taking the 
cash value or converting the cash value into 
an annuity. A man who was dying with the 
consumption would almost certainly take the 
paid-up -policy, as he would have good rea- 
son to believe that it would soon become a 
claim for its full face. On the other hand, 
the man in splendid health, whose ancestors 
have lived to old age, would be more likely 
to select an annuity on the theory that he 
would probably get more out of the company 
that way than in any other. 
_ While a mutual company has not the same 
incentive to get the best of the bargain as a 
stock company has, because in so doing it 
would but get an advantage over one policy- 
holder in favor of others, the principle is 
much the same. 

The company gets. the first selection, and 
it is made intelligently. The agent, if he is 
true to his company, does not knowingly so- 
licit bad risks. Then the medical examiner 
takes the risks the agent has selected and 
makes a further selection, recommending to 
the home office that they be or be not ac- 
cepted. Then the medical directors pass upon 
the work of the medical examiners. Some 
risks they accept, and some they reject en- 
tirely. Some others they accept condition- 
ally upon their taking short-term endowment 
policies or sub-standard policies at high rates 
or with a lien. The selection of the company 
is not all based on medical examinations. The 
inspection department, especially in cases of 
large policies, looks into the applicant’s finan- 
cial condition to see whether he can pay his 
premiums or whether he is involved and 
might in a year or two see fit to commit sui- 
cide that his estate or family might get the 
amount of his insurance policies. Further 
than that, it looks into his character. To il- 
lustrate, the Prudential last year declined to 
issue a life policy for $100,000 to Charles B. 
Rogers of Chicago because ‘he was found to 
be a daring and somewhat reckless man, who 
might run into danger. It did issue him a 
twenty-year endowment. A few weeks ago 
he was killed in an automobile accident, when 
he was running his car at high speed on 
an abandoned street car track—something a 
cautious man would not have done. 

The company further selects in its favor 
by accepting men only who are in safe occu- 
pations and excluding aeronauts, sub-marine 
operators, etc. Many companies go further 
and avoid risk by limiting their liability if 
the assured travels in the tropics or goes to 
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war without the company’s permission, which 
in some instances is given only on payment 
of an extra premium. 

So much for the company’s selection. It is 
practically all made intelligently and in the 
company’s favor. 

But when the risk is accepted, almost at 
once begins a selection against the company 
among its policyholders as a body. The man 
whose health has become impaired hangs on 
and keeps his policy in force even at great 
personal sacrifice. The good risk is likely 
to be more careless and let his policy lapse, 
thinking he can get another when he wants 
it. When the policy acquires a cash value, 
it is the good risk who is likely to take it 
and thus leave the average body of policy- 
holders the poorer for his withdrawal. It is 
the poorer risk that is most likely to have 
his dividends converted into paid-up insur- 
ance, if he is good enough to get such addi- 
tions to his policy, while the good one is 
more likely to feel sure that he will live so 
long that the original policy will be sufficient 
and he can use his dividends ‘to better advan- 
tage otherwise. Much of this adverse selec- 


STRIFE 


The law of worthy national life, like the 
law of worthy individual life, is funda- 
mentally the law of strife. It may be 
strife military; it may be strife civic, 
but certainly it is ever through strife, 
through labor and painful effort, by grim 





energy and resolute courage, that we 
move on to better things.—Theodore 
Roosevelt. 











tion is unconscious. In the cases just cited 
it is not likely that many policyholders de- 
liberately figure out how they can get the 
most out of the company, but the selection 
results from the difference in thoughts and 
feelings of a thoroughly healthy man and one 
who is not, although the latter may not really 
know that he is not healthy. 

Adverse selection is insidious because the 
extent of its effects cannot be computed. Es- 
pecially is this true in cases of changes of as- 
sessment to legal reserve insurance. Adverse 
selection is peculiarly potent in assessment 
insurance. As the rates advance it is the 
good risks that drop out, thus leaving those 
that remain much below the average in physi- 
cal condition. Many good risks, however, will 
go on from year to year enduring a slight 
increase in assessments, but when the com- 
pany attempts to change to a legal reserve 
basis or to reinsure in a legal reserve com- 
pany, there comes a sudden and marked 
change in rates or a demand for a_ large 
amount to make up what the old assessments 
failed of being a legal reserve rate, or a prop- 
osition to place a lien for this amount against 
the policy. Then it is that the adverse selec- 
tion becomes most marked. The poor risks 
accept the new order, because they can get 
no other insurance; many of the good ones 


become disgusted over the increased expense ° 


and decide to go without insurance, or go into 
another company altogether, while many are 
induced to go into other companies through 
the representations of agents, who show them 
that the reorganized or reinsuring company is 
going to be burdened with a large number of 
inferior risks, probably causing a more than 
normal mortality, and thus making — the 
chances of dividends much poorer than in a 
company that has always been on the legal 
reserve basis and has never taken over old 
assessment business. . 

On account of the influence of selection, 
business secured through the reinsurance even 
of a legal reserve company is less desirable 
as a rule than business actually written. 
here is likely to be some dissatisfaction on 
the part of policyholders, and dissatisfaction 
always causes adverse selection. Further- 
more, companies that have seen that thev 
must reinsure have been known to “stuff” 
or “pad” their business by wholesale rebat- 
ing. thus being able to show a large amount 
of business in force to the reinsuring company. 
The reinsuring company buys a large amount 
£ hhability and at the end of one year loses 
he greater part of this “flyer” business, ex- 
ept such risks as find themstlves impaired. 

Selection is indeed an important factor in 
‘ife insurance; and. where the grounds for 
ieavy adverse selection have existed, there are 
easons for fearing that there will be unusual 
mortality and diminished dividends to policy- 
holders, 


‘ 





SOME OF THE -PHASES OF 
PARTNERSHIP LIFE INSURANCE. 


Partnership insurance is becoming more 
popular as a means for protecting business 
enterprises. It is realized that the death of 
any man who is a factor in a business is a 
great detriment. In order to overcome the 
financial loss of such a man, insurance steps 
in to bridge over the chasm. The large com- 
panies usually write partnership insurance on 
the individual life plan. By this method the 
average life of those insured is calculated and 
a single policy issued, payable to the survivors 
in case of death. Should no death occur dur- 
ing the life of the partnership, the insurance 
ceases and a surrender value is usually offered 
at the termination. 

These same companies advise partnership 
insurance written as insurance on the lives 
of the individual members of the firm instead 
of having a joint policy. The Northwestern 
Mutual confines its policies to the individual 
plan. In this way business interests are fully 
protected, each policy being assigned to the 
business partners in case of death. The pre- 
miums are paid from the treasury of the firm> 
In case a member terminates his business re- 
lationship and desires to have his insurance 
continue, he merely arranges with the other 
partners for the firm’s interest in the reserve 
on his policy, changes the beneficiary, and 
henceforth pays the premiums himself: and 
the other policies can continue as they are. 
On termination of the firm relationship all 
the policies can be surrendered for cash, or a 
partner may, by an arrangement with the firm, 
continue his policy for his own use. 

This individual plan is beneficial in another 
regard, as it may happen that at the termina- 
tion of the partnership some of the partners 
may be unable to get insurance on account of 
inability to pass a medical examination. When 
a new partner is admitted all he has to do is 
to take out a policy, payable to the new firm. 
The reorganized firm then has insurance on 
all its members. 

This form of insurance may be taken to 
provide a sinking fund to pay off partners’ 
interests at the end of a certain time. This 
can be written on the life or endowment plan, 
and enables the firm to calculate in advance 
the amount it will receive at the expiration 
of a certain time. This partnership insurance 
strengthens the credit of a concern, as cred- 
itors know that in the event of death the 
insurance on the life of the deceased member 
of the firm will go to his business. 
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MAXIMS OF A SUCCESSFUL MAN. 

The late Charles Netcher of Chicago, who 
began his business career as a bundle boy in 
a dry goods store and at his death at the age 
of 52 was a millionaire and was carrying 
$575,000 of life insurance, of which $500,000 
was in one policy in the Mutual Life taken 





about six months before his death, had these 
business maxims: 

“Don’t look at the clock.” 

“Personal convenience should give 
to devotion and the work in hand.” 

“Don’t speculate. Know your own business 
and stick to it.” 

“If you have any money to invest, take life 
insurance—it is the best and most profitable 
safeguard for everyone, young or old.” 
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A METHOD OF COMPENSATION. 


A plan of compensation adopted by some of 
the low commission companies brings the 
amount they pay agents about to the figure 
established by the average company. Sup 
pose, for example, that 35 percent first year 
commission is paid with good renewals. The 
general agent may pay the agent a guarantee 
in addition to his first year’s commission until 
the renewals amount to the guarantee, For 
instance, the agent may say that he can get 
50 percent from another company. The con- 
tracting company will make the guarantee 
equal to the difference, subtracting the 
amount of the renewals each year. This 
gives the agent a working fund until his re- 
newals get in operation. 

st SF SK 
STOCK RATE INSURANCE. 


“Our company is writing more stock rate 
insurance than ever before,” said the superin- 
tendent of agents of a large life company. 
“We pay our agents less commission on this 
form of business and when they write a policy 
of this nature it means a sacrifice. Never- 
theless we find a demand on part of the public 
for non-participating insurance. A man ar 
gues that the rate of interest on all conserva 
tive securities is declining and the dividends 
on safe investments are not what they once 
were. He thinks that life insurance dividends 
are on the decline and therefore desires to 
have merely protection at the lowest cost 
He knows then just what he is getting.” 

& SK 
MANY MEN NEED AN OVERSEER. 

An experienced general agent expressed a 
great truth in a few words recently when he 
said: ‘“‘Any man works better under a boss; 
I don’t care how much he knows.” The rea- 
son why many men fail in life insurance is 
that they have to work without somebody 
over them to keep them moving, and accord- 
ingly they do not move fast enough. Except 
in the large city offices, most life insurance 
agents work alone without the inspiration that 
a crowd engenders. ‘The man who can do that 
and “keep up the lick” is a good man and is 
pretty likely to succeed, but the number of 
such is limited, 


place 
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There is but one good fortune to the earn 
est man. ‘This is opportunity; and sooner or 
later, opportunity will come to him who can 
make use of it—David Starr Jordan. 
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BY M. L. COHN, CHICAGO, 


Inspector of Agents of the Royal Union Mutual 
Life. 


OU ask my opinion on the advantages 

of an agent representing a small or 

middle sized company: Perhaps a par- 

tial outline of the causes that influ- 

enced me after nearly nine years of continuous 

service with one of the very largest to cast my 

lot in 1898 with one of the very smallest com- 
panies, may best represent my opinion, 

Whatever is to the advantage of a company 
is to the advantage of its agents. As far back 
as 1896 I realized that the day of the giants 
and soon-to-be-giant companies as “The Best” 
for the policyholder was forever a thing of the 
past, and that for the future they would be com- 
pelled to rely more and more on their past 
records. I foresaw that owing to their abnor- 
mal accumulation of assets annually swelled by 
enormous additions thereto, the element of 
compound interest on their vast and vaster 
holdings would of itself strangle, slowly per- 
haps, but with fatal and everlasting certainty 
the earning ability of every company whose 
cash assets touehed say the thirty million dollar 
mark, or over. 

I knew it was impossible to invest such vast 
sums at profitable rates in the limited class of 
securities prescribed for life insurance com- 
panies. 
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I knew that a small company favorably 
located could invest its funds in small sums, 
at the highest rates of interest in gild-edge 
farm mortgages, yielding from 40 to 50 per- 
cent better returns than “stocks and bonds” 
that are “up” one month and “down” the next. 
I felt that the fixed inflexible absolute security 
of a gilt-edge farm mortgage would not from 
any conservative financial standpoint suffer 
comparison for a moment with “stocks and 
bonds” that may net a fair profit one year and 
“slump” a fairer loss the next. 

I knew that the large companies would be 
more and more driven to invest in enormous 
“blocks” of stocks and bonds to keep their 
funds employed for the simple reason that the 
smaller investments afford them no relief. 

I foresaw then in 1896 that the larger com- 
panies could not much longer defer raising 
their premium rates or reducing their divi- 
dends. I foresaw that the succeeding years 
would in rapidly increasing ratio aggravate 
this vital problem—the profitable investment 
of their funds. 
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Time has most savagely vindicated this 
opinion. The giants and semi-giants have not 
only raised their rates, but have of necessity 
reduced their dividends besides, so that the 
new policyholder in the larger companies now 
pays more for what he gets and gets less for 
what he pays than the more fortunate policy- 
holder in a desirable small company. 

Further the machinery of a small company 
is simple and relatively inexpensive and in a 
large company complicated and costly out of 
all proportion, because: 

First. In a small company personal super- 
vision of the officers is insured. 

Second. In a large company, authority is 
first delegated to a “head,” and as the com- 
pany grows is later sub-delegated to more and 
more sub-heads, Assuming that all the heads 
and sub-heads are equally honest, they cannot 
be of equal ability, and in due course, the in- 
creased cost of administration becomes fatal 
to joyful dividends. 

Also, the records of sixty years afforded 
me mute, but unimpeachable evidence, that, 
uniformly, whenever a company passed the 
“thirty millions” mark in assets, its dividends 
began to decline. 

These facts inspired a strong desire to 
grow up with some small company, which dur- 
ing the remainder of my working days could 
safely scll life insurance for less and at the 
same time pay annually increasing dividends, 
rather than continue with a giant charging 
more for the same policy and paying almost 
annually decreasing dividends, 

I found the proofs im support. of my position 








so ample and so easy of demonstration by an 
intelligent solicitor to an intelligent prospect 
that I realized that the advantages for the 
future were with the small company and _logi- 
cally with its representatives. 

I had the courage of my convictions. I 
looked about for a good, smail, conservatively- 
managed company, well located to invest its 
funds at the highest rates consistent with 
strictly gilt-edge security and situated to main- 
tain its advantages. In 1898 I was confident 
I had found what I wanted, and, now, in 1904, 
I know that I have. 
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Whatever measure of success I have had 
is due to the fact that the small conrpany I 
have the honor to represent actually enjoys 
the vital advantages I have detailed. 

The same reasons that influenced me, hold 
good with all that vast army of field workers 
whose prosperity depends on securing applica- 
tions. 

Much more, very much more, can be truth- 
fully said in favor of the small company, but 
the demands on my time, your space and con- 
sideration for your readers, bid me pause’ with 
a parting prediction and a parting suggestion 
to the toiling thousands—the boys “in the 
field.” 

‘It is logically assured that cach succeeding 
year the advantages ‘of the small companies 
will become more and more apparent. I pre- 
dict that the next ten years will witness even 
more radical advantages in favor of the smaller 
companies. “Westward the star of empire 
takes its way” is no lie and worth sleeping 
over, 


an 
I am confident that within the next ten years 
the large companies will be driven to again 
increase their premium rates and again reduce 
their dividends—forced by the same influences 
that compelled their recent changes. Shut 





your eyes ever so tight, the hole in the mill 
stone is there just the same. 

The following from a Chicago daily, August 
4, 1904, is but one of many straws: 

“The life insurance company has made a 
loan of $150,000 to Martha S. Hill for five 
years at 4 percent on the property at 90 to 96 
Dearborn street, which has a frontage of 72 
feet and a depth of 80 feet. The board of 
review in 1903 placed a valuation on _ the 
property of $279,000.” 

The foregoing refers to a middle-sized New 
England company, whose assets have passed 
the thirty millions mark. Four percent per 
annum looks good to that company. 


The company I represent earned in 1904 
6.26 percent on its invested assets. Is not the 
difference a startling advantage in the hands 
of-a good agent? And this startling difference 
is only one of many that makes the “giants” 
our weakest competitors. 

If your life work is intended to cover only 
“to-day,” and if you are in the profession 
purely to make all you can get out of it the 
next twenty-four hours, perhaps you cannot 
do better than to hammer away at the surplus 
of some big company; but 
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If you are ambitious to make a stable, per- 
manent success, to build a certain and substan- 
tial future, I advise you to secure territory 
from some deserving small company, capably 
conducted, provided always. that you have the 
intelligence to skilfully use the undoubted ad- 
vantages afforded, and provided further, that 
you combine that industry and integrity of, 
purpose without which lasting success is hope- 
less. Get into the band wagon in time to 
secure a good, “comfortable seat instead of 
standing with one leg on the foot rail. 





A progressive and strong life company, 
whose plans are attractive, whose 
business is large, has a vacant place 
for the right kind of manager. Any 
application addressed to «M. F.”’, care 
of this paper, will be treated as con. 
fidential, 








BY ROBERT SKENE, CHICAGO, 
Superintendent of Agents, Mutual Life 
York. 


HAT there is an advantage in repre- 

senting a large company is proven by 

the fact that so great a number of 

agents are attracted to these com 
panies even where there isa slight difference 
of contract in favor of the agent with the 
smaller company. ‘ 

When an agent casts his lot with one of the 
smaller companies, he does so because he be 
lieves, first, that his remuneration will be 
greater, and, second, that he will be more in 
the lime light as an individual, and that, there- 
fore, he will gain a greater reputation both 
with his company and the-public. 

As a matter of fact, his first reason does not 
hold good, because he finds that the amount 
of force and talent required of him to estab- 
lish the standing of his company prevents him 
from selling as much insurance as he would 
for the larger and better advertised company 
which the public has learned to accept without 
a question, and consequently the smal] adyan- 
tage in contract is lost in aggregate results. 
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As to his second reason, he loses sight of 
an important point, which is, that a large com- 
pany is in just as great need of good men as 
the small company, and has many more oppor- 
tunities for their advancement. ‘True, he will 
be one among the many, but there is far 
greater scope and the immediate advantage is 
more necessary to most men, and, if successful, 
there is no company that will look to his inter- 
est more closely than the large company. 

If this were all, the advantage of company 
would be quite debatable, but the old adage 
that “nothing succeeds like success” is the 
great moving power on the part of the large 
company with the agent. ; 
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Why have these companiés succeeded? Not 

because they have been so much longer in the 
business, for the early years were slow of 
progress, but because of the successful manage- 
ment and the great results attained, until the 
insuring public has been inspired with confi- 
dence and more freely and more willingly ex 
tend their patronage. These companies have 
proven by their history that they are entitled 
to the highest consideration. : 
_ This is the great attraction to an agent, and 
it should be. He may persuade himself int: 
the belief that the smaller company has a bet 
ter policy to sell, but after all, he knows tha‘ 
it is only a seeming advantage, and that what 
draws him to the smaller company is the possi 
ble better contract for himself. 

If the large companies had size only, ther: 
might well be a question of advantage, but 
when these companies are issuing the mos! 
attractive policies and meeting every need 
the insurer and meeting every point of com 
petition on the part of the smaller companies 
there is left only the question of personal ad 
vantage for the agent to consider. 
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One of the great essentials to the success 0! 
an agent is absolute confidence in his company 
He miutst be a strong, forceful man indeed whi 
can cover up the least doubt in his own mind. 
either as to the standing and perfect integrit: 
of his company, or the policies issued, or a 
to what kind of treatment he or his clients 
may always expect. 

The large company is particularly attracti\ 
to the beginner because he does not have ! 
argue about company standing and strengt 
There is an inspiration in representing 
great company, one which commands the atte 
tion and respect of the business world, a” 
one need never be in an apologetic attitud 
On the other hand, it takes time and schooli! 
to be able to present the smaller company w 
the same confidence. Many agents go fr: 


the larger companies to the smaller, after th: 
have proven their ability as insurance me! 
being able then to sell insurance for any con 
pany and believing the inducements held © 
to them will give them greater remunerat! 

Most of these, howeve: 


and a better future, 














return to the lafge company for -the reason 
already stated, that the results in the aggre- 
gate are not sztisfactory. 

o. 


Most agents representing small companies 
are in a continual warfare against the big 
companies, trying by every means to prove a 
weakness and often indulging (to put it in a 
mild form) in subterfuge. They meet on 
every hand the big company, and it is often 
pitiful to hear them seriously trying to prove 
that the little company (which has hardly estab- 
lished its right to be considered even an ex- 
periment) is far stronger than the old, large, 
established company, and they show figures 
quite convincing to an easy conscience or a 
small mind. 

Think of the difference between this condi- 
tion and the generous feeling of the agent of a 
large company who is ina position to admit a 
certain good in all companies, but he urges 
the point of safety and history. As all the 
companies use the same tables for computing 
rates, as they are all limited by law in their 
investments, it is really oniy a question of 
management and equity as to which company 
will produce the greater result. This point is 
easily made and must be admitted. 
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It seems, therefore, that where the contract 
offered an agent by either company is the 
same, that the advantage is altogether with 
the larger company and that the- only way to 
meet this on the part of the smaller company, 
is by offering a better compensation, or a spe- 
cial position or environment, or holding out 
something specially attractive to what he con- 
siders his individual needs. 

_It will be seen that this question has been 





discussed on the broadest possible lines, con- 
VIM. 
Excepting honesty, there is nothing 


to-day in the business world in such sharp 
demand as Vim. Everybody believes in 
it. Everybody admires it. The man who 
possesses it makes his mark. The world 
steps aside for him—no, not steps aside, 
the world rather is PUSHED aside bv 
him. The man of. Vim invariably out- 
strips men of greater ability who are 
lacking in that essential, 

The world doesn’t make way for men 
who simply WISH to get on, who simply 
DESIRE to be somebody, but who are 
timid, vacillating, afraid to take the ini- 
tiative and go ahead. The world is ever 
on the alert to recognize and reward the 
men of Vim—of quick, decisive, energetic 
action—E. R. Perkins. 














ceding all that the small company could ask 
and giving no more to the large company than 
would be admitted without question. It would 
he unfair, however, to allow any impression 


to remain that the companies were so nearly: 


equal, Notwithstanding both large and small 
companies are based on the same principles 
and practices and are governed by the same 
laws, the great difference between them is that 
of safety and profits to policyholders. If 
there is anything about which a man should 
not speculate, it is his insurance. There is no 
eason whatever why a small company can do 
is well by him as a large company, since the 
arger company has all the advantage of pres- 
lige and experience and can command every 
idvantage claimed by the other. 

During panics or financial depressions, the 
urge company is no more effected than our 
‘reat steamships in a storm, whereas, the 
mall company is like the small craft that 
vay weather through, but which, at. least, 
eeps one on the anxious seat. 

It will be seen then, that no matter how flat- 
ring the offer or how much greater an appar- 
it compensation to the agent held out by the 
maller company, the agent must pay the price in 
<tra effort, harder work, greater anxiety and 
itagonism. 

Besides all this, the agent of the large com- 
iny is inspired to put forth the greatest 
wer within him to accomplish great things 
id do business on a large scale, there being 
) limit to the amount of insurance which he 
n place on one life. It gives him a feeling 
superiority and dignity and a greater scope 

his work. 

\ll that is possible in life insurance is done 

the large companies. Whatever an agent 

n do, or has done for a smaller company, his 











results with a lace company would exceed it 
and with greater ease and comfort to himself. 
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No reference herein has been made to any 
but old-line companies, nor have the new and 
very small companies béen much in mind, for 
the reason that it requires not only all the 
ability of an agent, but he must indeed be a 
promoter, one who is pushing a new business 
into life, when he represents this class of 
company and he will have all his hard work 
and receive only an agent’s compensation, re- 
ceiving no share of profit that usually is paid 
to the promoter in other lines. 

The closer one studies the conditions, the 
more convinced he would be in favor of the 
large company, for not only is this borne out 
by the general view here taken, but it will be 
more clearly brought out in detail 


SOME AGENCY EXECUTIVES 
STIFLE POWER OF INITIATIVE. 


Ofttimes a general agent or agency execu- 
tive makes the mistake of stifling all initiative 
in those under his jurisdiction. He becomes 
a veritable dynamo himself, charging every- 
one with electricity. Sometimes the current 
is very strong and the electrified agent, be- 
comes almost electrocuted. This dynamic 
source has many varied schemes and plans and 
writes to subordinates to put them in action. 
One follows another until the recipients are 
convinced that their superior does not grind 
at the mills of the gods, because they are said 
to turn out grist deliberately. This perennial 
freshness of schemes is amazing, but can it 
not be carried too far? 

Any life man listens to new ideas and 
adapts al] he can to his own work. However, 
a creator is more vigorous and potent than an 
imitator, An agent who can invent his own 
machinery and devise his own plans and put 
them into successful execution is more valu- 
able than one for whom methods have to be 
planned. The creative agent develops by his 
own effort and appreciates suggestions. Be- 
cause he has shaped his own work and 
wrought out his projects he is better able to 
judge the benefit of plans suggested to him. 

An agent who has all his work laid out 
and his course mapped is little less than a 
machine or automaton. He arrives at that 
point where he cannot create because he has 
become dependent. 

The power of initiative is a splendid one to 
cultivate in an agent. 
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POINTERS FOR A NEW MAN. 

The Fidelity Mutual Bulletin says: 

Ist. After having selected a company, he 
should concentrate all his forces and energies 
upon promoting that company’s interests and 
welfare, by which in turn he will promote his 
own. 

2d. It is assumed that in selecting a com- 
pany, he has given due consideration to its 
financial condition, prospects of success, etc. 
If he has been indifferent and merely influ- 
enced by the compensation, which in his own 
interest is a misfortune, he should lose no 
time in making himself thoroughly familiar 
with the history of the company, its financial 
condition, points of excellence and business 
methods. In this connection, it is always well 
to remember that age and bigness are not nec- 
essarily points of excellence, but may be of 
weakness. This will always be indicated by a 
correct system of ratios. 

3d. If he has had no previous experience in 
life insurance work, he should not attempt to 
master a variety of policies at the outset, but 
should select one of the most popular policies 
issued by the company, as evidenced by the 
number sold, and confine his efforts and study 
to it until he has mastered every detail and 
has been successful in selling it. It is then 


A CAPABLE MAN 


Can obtain some excellent outside territory in 
Illinois or Wisconsin for 
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time enough to begin to broaden and extend 
his knowledge to other policies issued by the 
company. 

4th. The agent should place himself at once 
under the guidance and direction of a compe 
tent tutor in the service of the company, and 
follow his instructions. If these instructions 
require him, as they should, to limit his efforts 
to a few prospects at a time and to report 
daily his mode of procedure, results, etc., he 
should not forget that they are in his inter 
est, and that strict compliance on his part is 
essential to success. 

sth. An agent should never make the mis 
take of assuming that either literature or let 
ters can do the work of a solicitor. The agent 
who succeeds is one who can furnish his 
patron with just what he needs, and this can 
not be determined without personal contact, 
by which such needs may be ascertained. 

6th. The preliminaries necessary to detet 
mine the needs of a prospective are quite as 
important, if not more so, than any other fea 
ture of the business, in which the new agent 
will be materially helped by ascertaining from 
his tutor the methods which have proved most 
successful. 

7th. The agent should always avoid con- 
tact with agents of other companies whose 
interests are inimical to his and who have un 


limited time for the discussion of non-essen 
tials, because such contact and discussion are 
calculated to divert him from his work, fre 


quently demoralize him, and there. is x20 
money in either. 
s* & 
THE POWER OF CHARACTER. 

Character is power—is influence ; makes friends ; 
eveates funds; draws patronage and support; and 
opens a sure and easy way to wealth, honor and 
happiness.—J. Hawes. 

The spirit of a single mind, 
Makes that of multitudes take one direction, 
As roll the waters to the breathing wind.—Byron 

Character is the diamond that scratches every 
other stone.—Bartol. 

“Be you whole and sufficient,” say Emerson, 
“and I shall feel you in every part of my life 
and fortune, and I can as easily dodge the 
gravitation of the globe as escape your influ- 
ence.” 

We may accurately calculate the circumfer- 
ence of the earth, the distance to the moon, 
and efficiently measure the power of an en- 
gine; but who can adequately measure the in- 
herent force of a man of clear predominant 
character ? 

It is said that on account of his masterful 
power, St. Bernard caused mothers to. hide 
their sons, wives their husbands and compan- 
ions their friends, lest they should. be per- 
suaded to enter the monastery. 

It is possible for men of evil character to ac- 
complish measures of apparent success; but he 
who builds at the sacrifice of character and 
economy of truth, will undoubtedly see his 
building crushed to earth, and most likely sec 
himself entombed in the debris—Henry Clay 
King in the Security Agent. 
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POLICY ASSIGNMENT TO AGENT. 

Considerable complaint is being made of a 
large producer of one.of the western life com 
panies who is said to make a practice of solicit 
ing policyholders whose tontine policies in the 
company are due in a few According 
to report he gets these contracts assigned to 
him, carrying with them the dividends. He is 
alleged to tell the prospect that he needs more 
insurance to protect his business and that hy 
making the assignment a much larger policy 
can be written which will cost ~ 
nothing for six years, as the dividend 
care of the premiums. The senagicet gives a 
note with the policy as collateral. ‘Those whe 
have seen the estimated dividends believe that 
they will not be sufficient to cover the note 

The practice of an agent of a company mak 
ing any arrangement of this character with a 
policyholder whereby his policy is assigned to 
the agent is a very questionable one from a 
company viewpoint. Most companies prohibit 
any such transaction between agent and policy 
holder, seeing the possible complications. Thx 
agent ‘is allowed to carry paper for unpaid 
premiums to a cert: ain extent, but companies as 
a rule are loath to have policies assigned to an 
agent. 


years, 


prospect 
will take 
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“Wonderful opportunities of financial ad 
vancement are within the reach of all persons, 
however lowly their position, by the medium 
of life insurance,” 
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" “TARBELL URGES AGENTS 
TO APPRECIATE THEIR BUSINESS. 


In his September letter to agents, Second 
Vice-President Tarbell of the Equitable says 
among other things: 

“No man without his heart in his work can 
accomplish anything that you or I will care 
to imitate. 

“Look to it, then, that your heart is in the 
right: place. Surely you could find no nobler, 
no more inspiring calling than the very one 
in which you are engaged. Not even the build- 
ing of an ideal city is so grand a work as 
years. Athens appealed to the senses. Life 
assurance appeals to the most vital interests of 
mankind. You are building no theater for the 
amusement of ten thousand people, but a struc- 
ture for the protection of ten times ten thou- 
sand in time of need; no temple for the wor- 
ship of pagan gods, but an altar of thanksgiv- 
ing for the widow and the orphan. 

“You are helping every day to make the 
world better. Is there not inspiration in this 
thought? You are lessening the burdens of 
those not fitted to carry burdens. You are aid- 
ing the cause of education and thus making 
better citizens of numberless youths deprived 
of their natural protectors, but saved through 
vour ministration, by the protection provide: 
by the Equitable. 

““Ts there any one of you who thinks this 
overdrawn? If there is, such a one has never 
settled a death claim and received the thanks 
of a mother who otherwise would not have 
known which way to turn for the support of 
her fatherless children. If you are not a suc- 
cessful agent, maybe you lack just such an ex- 
perience. Maybe all that you need ‘to get your 
heart in your work’ is just to realize some- 
thing of its be beneficence, something, I might 
almost say, of the divine mission of the busi- 
ness of life assurance. Get fixed in your head 
the good that you are doing, and I venture to 
say that your heart will come round all right. 
Then you will really put your soul into your 
work and do things worth while; and you will 
wonder how you ever managed to get along 
in the old perfunctory way. 

“Tl am always hoping for the time when our 
Equitable forces will be inspired as one man 
with the dignity and the beneficence—the far- 
reaching influence—of the work that we are 
doing. If you, who are writing applications 
to-day, could look into the future and see the 
good that wil come to your clients from the 
money thus invested; if-you could realize the 
difficulties that you are even now smoothing 
from the paths of a generation yet unborn, 
I know there would be no half-heartedness 
about your work.” 
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NEW POLICIES BEING PREPARED 
BY THE COLUMBIA LIFE. 


The Columbia Life of Cincinnati will have 
a very full line of policies when it begins to 
extend its field after the present reorganization 
is completed. It now has all the standard 
whole life, term and endowment policies, as 
well as several special forms. It also writes 
ll forms of annuities. 

One of its special forms is a guaranty ac 
cumulation policy, on which the cash surren 
der value of the policy is paid in addition to 
the face value in case of death during the 
accumulation period, ‘This is to overcome the 
forfeiture objections to the tontine plan. An 
other form is one returning one-fourth of the 
premiums paid in case of death during the ac- 
cumulation period. 

The Twentieth Century policy is a_ life 
policy, paid up in twenty years, the first five 
payments being at a five-year term rate and the 
last fifteen at a higher rate, which, however, 
is considerably less than the regular rate for 
a fifteen-payment life policy at the attained age; 
that is, an age five years greater than the age 
at issue. “The total premium payments, if the 
policy remains in force twenty years, are a 
little larger than in the case of the regular 
twenty-payment life with level premiums; but 
as the larger payments come last the actual 
value, at the time of issue, of the total pay- 
ments to be made is less in this policy than 
in the level payment policy. For instance, at 
age 30, discounted at 4 percent, the difference 





is $8.83 in favor of the five-fifteen- -payment 
policy, and it increases with the age at issue. 
If the chance of not living to pay the later 
premiums be taken into account the difference 
for the insured is still more in the favor of the 
five-fifteen policy. This is an attractive con- 
tract for a man who wants a limited payment 
life, but is not in a position to pay at once 
the large premium for a twenty-payment life. 
He has five years at the lower rate, in which 
time his circumstances may well improve, so 
that he can pay the higher premium. 

“A comparison will show that the total pre- 
mium payments on this policy for all ages 
below 50 are less than those for the regular 
twenty-payment life of two of the leading 
eastern companies. 

“This policy will be issued in three different 
forms with different rates: 

“1. The face payable in cash, or in annual 
instalments, as shown below: — 





Number of | Amount of Total Payment 
Instalments. Each Instalment | to Beneficiary 
| Per $1,000. Per $1,000. 

5 | 212 $1,060 

10 | 114 1,140 

15 | 81 | 1,215 

a 6 1,300 

ee: ee _ 56 ‘Sas 





“ 


2. Instalment form. Premiums 77 per- 
cent of those m Form 1, the insurance pay- 
able in twenty annual instalments, each equal 
to one-twentieth of the face of the policy. 

“3. Continuous instalment form. The in- 
surance payable in annual instalments of one- 
twentieth of the face value for twenty years, 
whether the beneficiary lives to receive it or 
not, and then to continue during the life of 
the beneficiary. The premiums in this case 
will depend. on the ages of both insured and 
beneficiary, and will require an extensive table, 
which has not yet been computed.” 

Following are the rates on the Twentieth 
Century policy: 





























‘orm A, Form B. 
Payable at Death. Payable in 20 Instalments. 
l 
'Premium|Premium |Premium|Premium 
Age. | _ First Last Age. |_ First Last 
|5 Years. |15 Years. |5 Years. |15 Years. 
21 | $15.38 | $32.96 21 | $11.84 | $25.38 
2 | 15.48 33.54 oO” 11.92 25.68 
23 | 15.58 34.13 23 12.00 26.28 
2% 6| «15.70 34.76 24 12.09 26.76 
% | 15.84 35.40 25 12.20 27.26 
2% | 15.98 36.06 26 | 12.30 27.77 
2 | 16.12 36.76 27 12.41 28.31 
28 | =«16.28 37.48 28 12.54 28.86 
29 «| «(16.46 38.23 29 12.67 29.44 
30 | = 16.64 39.00 30 12.81 30.03 
31 16.84 39.82 31 12.97 30.66 
32 «| «17.06 40.66 32 13.14 31.31 
33 17.30 41.56 33 13.32 32.00 
34 | «17.56 42.46 34 13.52 32.69 
3 | (17.86 43.42 35 13.75 33.43 
| 
36 | | 18.18 44.43 36 | 14.00 34.21 
37 |) «(«18.54 | 45.48 37 14.28 35.02 
38 18.92 46.56 38 14.57 35.8 
39 19.34 47.71 39 14.89 36.74 
40 19.82 48.92 40 15.26 37.67 
41 20.34 50.19 41 15.66 38.65 
42 20.94 51.50 42 16.12 39.66 
43 21.60 52.90 43 16.63 40.73 
44 22.36 54.38 44 17.22 41.87 
45 23.24 55.94 45 17.89 43.07 
46 24.24 57.57 46 18.66 44.33 
47 25.36 59.30 47 19.53 45.66 
48 26.66 61.12 18 20.53 47.06 
49 28.12 63.02 49 21.65 48.52 
| 29.76 65.06 50 22.92 50.10 
51 =| 31.58 67.24 | 24.32 51.77 
52 33.62 69.54 52 25.89 53.55 
53 35. 88 71.98 53 27.63 55.42 
54 «| = (38.40 74.60 AM 29.57 57.44 
55 | 41.20 77.39 5d 31.72 59.59 
| 
56} 644.30 | 80.39 || 56 | att 61.90 
5¢ =| «(47.72 83.60 || 57 | 36.74 | 64.37 
58 51.50 | 87.05 || 58 | 39.66 | 67.08 
59 55.68 | 90.76 || 59 | 42.87 | 69.89 
60 60.30 | 94.74 || 60 | 46.43 | 72.95 





Form A, Face payable at death. 

Form B, Face payable in 20 equal annual instal- 
ments, each 1-20th of the face. 

Form ©, Continuous instalments. Twenty equal 
instalments, each 1-20th of face, and same payments to 
continue during life of beneficiary. 
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AGENTS THAT STICK. 

Superintendent H. H. Hoyt of the Equit- 
able of New York at Chicago believes in em- 
ploying only agents that enter the business as 
a life work. He has no room for experi- 
menters and drifters. A few years ago he 
organized Wisconsin and not an agent he 
employed has left. It is such work that tells. 








IDLE TALK ALWAYS CREATES 


EPIDEMICS OF DULLNESS. 


Many life insurance men are inclined to slow 
down on their efforts at certain seasons of the 
year and hence begin to talk about dull busi- 
ness. This conversation concerning dul! busi- 
ness becomes an epidemic and usually per- 
vades about every agency in the town. The 
agents and managers begin to think that it is 
a general condition and there is little use in 
endeavoring to stimulate effort, They begin to 
look about for cause and are comforted per- 
haps with believing that business as a whole 
is not up to standard and that trading of all 
sorts has decreased in value. They make 
themselves believe that the farmers are not 
having good times and that merchants and 
manufacturers are becoming more conserva- 
tive and apprehensive. 

These seasons of dullness come on the life 
insurance fraternity every few months. Some 
times there is very good reason for this cessa- 
tion in business, because the financial situa- 
tion may be such as to make men more con- 
servative and less inclined to increase their 
expenses. As a general rule the dull seasons 
can be traced to agents not being as active 
or alert as during the prosperous months. No 
one ever heard of December being a bad 
month. It is simply because every man is put- 
ting forth every effort to close business. If 
the same effort or a great proportion of it 
was extended over the entire year business 
would not be dull. When agents begin to go 
to work at 11 o’clock and quit at 3 o’clock, 
business naturally becomes dull. They find 
more time to loaf around the office or seek 
recreation. A man who is continually work- 
ing seldom complains of dull business unless 
the conditions are such as warrant his talking. 
Agents can create dullness by simply putting 
on the brake and stopping the train of their 


own accord. 
zs Fs 
HOW COMPANIES ADVERTISE 

It is interesting to note the different prac- 
tices of companies in regard to advertising. 
The table given below, made up from New 
York reports, shows what the companies spent 
in advertising in 1899 and in 1903. It is notice- 
able that the Prudential reduced its expendi- 
tures in this line very materially, while the 
John Hancock, Mutual of New York and 
Penn Mutual largely increased their advertis- 
ing. 

Some of the companies that dé not spend 
much for advertising in periodicals use a large 
amount of literature or send out vast numbers 
of company papers. 

The Prudential and Equitable are probably 
the greatest magazine advertisers, while the 
Connecticut Mutual uses a large part of its 
appropriation for the publication of President 
Greene’s annual report in daily newspapers of 
large cities. 
re ais Toe 





Company. 903 
SNE x6: oft Bede Ke 0's 4,cae ee © $ 12,572 
MIE no's k.3.050 016 wd oialalace 10,420 
| ee ee 33: 559 30,594 
SS & eae es. 323,329 
Fidelity Mutual ........... 18,936 23,255 
BE so Wa ehae so, 0/orau. ad kin xb 7,283 18,306 
mem FRGROOGK : . .. 5. oc 00 2s 36,345 76,894 
I Bins onal sedi o0's p08 15,788 9,814 
i SEE 5 cava wtecede 17,569 13,669 
mo 8 a ree alee aes: bia ioe 13,245 17,950 

SS eee 6,71 5,648 
Mutual Benefit 37,996 35,979 
Mutual, aT EAR ai ee 247,350 833,088 
nena WE bos... ', ac ,235 26,147 
New ae Mutual....... 31,400 21,036 
eh Se 153,960 123,862 
Northwestern Mutual ...... 6,217 6,101 
i I | ar 4,325 
a. hl eee 48,007 
Pheteis Mateel «2.6.6. .c00% 11,707 
Weeveeent bs. MT... cease 17,450 
Provident Savings 26,687 
Prudential ........ ° 7,879 
Security Mutual ........... 5,8 6,355 
OT Sarre 4,440 
NE Sea rats S Shida wb <0 32,472 
fo ae 12,485 
ee S| ere 7,436 7,008 
ee ee ee ee 15,154 
Washington cate a a Skies ws - 6,87 7,927 





*Not 8 separated from printing and postage. 
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DEMAND FOR MEN. 

The demand for men of ability is greater 
than the supply. The world does not stand 
still; changes come quicker now than they 
ever did, and they will come quicker and 
quicker, 
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COMMENT ON SOME FEATURES 
OF THE MONTH’S WORK. 








The Buckner home-coming contest of the 
New York Life, which was conducted for six 
wecks in midsummer, and resulted in the writ- 
ing of $67,000,000, was one of the most re- 
markable feats of high-pressure work ever 
known in‘the business. It is of interest chiefly 
in showing what can be done and that there 
is no occasion for agents to think that they 
may ‘as well give up work from the first of 
July till the last of August. 

There are many good agency men who be- 
lieve, and for good reasons, that such contests 
at frequent intervals are ruinous to an agency 
ferce. To whip agents up continually is much 
like stimulating men on alcohol—in time they 
are likely to get so they cannot work without 
stimulants. The agents of some companies 
could stand some crowding and be the better 
for it, but these seasons of special effort every 
few months would shortly debilitate many 
good steady workers and result in loss in the 
long run. Of course, the New York Life is 
a law unto itself. It takes on hundreds of 
new men all the time, puts them through a 
contest or two, squeezes out of many of them 
all there is in them and has the rest as the 
“time-tried and fire-tested” backbone of its 
agency plant. Most companies and general 
agents could not conduct the business in this 
way successfully, and. most of them do not 
want to. 

oe 

The report on the examination of the North- 
western National Life by the Minnesota and 
lowa departments has been made and there 
was considerable in it that could not have 
been very agreeable to the company. The 
Northwestern National has been the leader 
in the number of concerns of various com- 
plexions which it took over. As the ex- 
aminers say, this has been an expensive busi- 
ness, resulting in the payment of large sums 
to the officers of the reinsured concerns. It 
has put on the books of the company a mass 
of business, assessment, stipulated premium, 
and “Iowa bond” that is hard to tell much 
about. It has swelled assets and _ liabilities 
with vast sums as policy liens and reserves, 
enabling the company to appear much larger 
than it really is. Dr. Emery, examiner of the 
lowa department, exercised his surgical skill 
in letting out nearly $2,000,000 of this “water,” 
reducing the weight of the patient about one- 
third, but leaving its statement in a healthier 
condition, There was some criticism of real 
estate deals by an officer of the company and 
a member of the family of another, by which 
they made considerable by selling land to the 
company at a good advance. The whole tenor 
of the report was far from flattering. It holds 
the company solvent and with a surplus of 
about $100,000, approximately one-third of 
what it claimed. It is thought that the ex- 
amination will clear the atmosphere for the 
company. Numerous rumors as to its solvency 
were bruited abroad, which are set at rest. 
The officers of the Northwestern National 
should now see to it that the straight and 
narrow path is followed. 

* * * 

\ question that interests association men 
is the presidency of the National association. 
It looks very much as if the office would seek 
the man diligently before it finds him. Presi- 
dent Ward has not in the least slackened the 
pace set by his two predecessors, so the pros- 
pect of the presidency’s becoming a “soft snap” 
Is remote, unless some measure is adopted at 
the annual convention to relieve the president 
of part of his labors. 

* * * 

Some of the associations of life under- 
Wrilers are starting the fall and winter cam- 
Paign. The associations at the Twin Cities 
are going to inject some ginger into their 
Proceedings and try to become more useful. 
Several new ones are starting on their fresh- 
man year. The Cleveland association, a senior, 
and one of the best in the country, is going 
to continue a course it started on last spring. 

resident France, like many othersy has con 
cluded that speakers can talk better on some- 
thing they know a good deal about than on 
subjects of which they know much less than 











their hearers do. Accordingly there will be 
hut few clergymen, lawyers and business men 
talking life insurance, but some of these men 
will talk on topics of general interest, which 
they can discuss as experts, while some physi- 
cians will talk on the medical side of life in- 
surance. This course may not be more enter- 
taining than the old, for some pleasant 
speeches have been made and good stories told 


at Cleveland, but. it will probably be more 
profitable. 
er 


Western agents of the Equitable of New 
York to the number of nearly half a thousand 
are having a great rally in Chicago this week. 
The Equitable is making wonderful strides 
in Illinois and Wisconsin and States west of 
them, over which Western Superintendent 
Howard H. Hoyt has immediate or mediate 
supervision. The great quickening may be 
ascribed largely to one man—Mr. Hoyt him- 
self. When Mr. Tarbell had the same terri- 
tory things moved fast. Then there came a 
period of retrogression, which ceased only 
when Mr. Hoyt took hold. He has more 
good ideas on how to develop an agency plant 
than all but a few men in the business. Bet- 
ter than that, he don’t stop with having the 
ideas, he puts them into practice. 

*x* * * 


The Women’s Athletic Club of Chicago 
wants a twelve-story building in the center of 
the city; and, as would be expected, it has 
not the ready money to build it. Mrs. Pau- 
line Harriette Lyon, one of the prominent 
women in the organization, concluded to in- 
voke the aid of life insurance. Sunday it was 
announced that fifty wealthy members of the 
club will each contribute $500 annually to- 
wards the premium on a $300,000 policy Mrs. 
Lyon is getting from the Mutual Life of New 
York. A loan will be secured with the policy 
as security, which will aid materially in the 
building operations. 

* 

Despite the Sinnlbebitinn settlements made 
by most deferred dividend companies and the 
continual talk about non-participating or an- 
nual dividend business being about to sup- 
plant accumulation business, the latter class 
continues to grow the most rapidly. The Pa- 
cific Mutual has generally been considered an 
annual dividend company, as it paid the same 
commission on annual and deferred dividend 
business, and the agents wrote on the annual 
plan. With its new rates and changed com- 
missions a few weeks ago, a change came and 
one day recently 90 percent of the applications 
received were for accumulation policies. The 
commission was what caused most of the 
changes. Some of the offices of the Penn 
Mutual are writing a large amount of de- 
ferred dividend business, although a few years 
ago it was considered as almost exclusively 
an annual dividend company. 

es SF S 
NEARNESS TO HOME OFFICE 

It is of considerable advantage to an agent 
to represent a company from which he can 
get policies shortly after the application is 
sent in. Instances are cited of men who made 
comparative failures representing compa- 
nies thousands of miles way, while they after- 
ward succeeded when they were near enough 
the home office to get quick action. 

It is upon this principle that the Mutual and 
New York Life have established home office 
branches in Chicago. Not only is business in 
danger of being twisted between the time of 
signing the application and the time of de- 
livering the policy, thus making it desirable to 
reduce that interim as much as possible, but 
there is danger of the prospect changing his 
mind or finding another use for his money, 
if he has not paid with the application. Other 
contingencies also arise. Not long ago an 
agent was expressing the hope he would get 
a policy before a certain date. Said he, “The 
tan has a policy whose premium is due on 
that date. He wants this policy of mine, but 
if it does not come in time he is likely to pay 
the premium on the other and then I cannot 
place this one.” 





BOND THAT I$ BEING ISSUED BY 
MIDDLESEX BANKING COMPANY. 


The Middlesex Securities Company of New 
York is just entering the field for agents to 
sell its bonds, guaranteed by the Middlesex 
Banking Company of Middltown, Conn. The 
company will operate throughout the country 
through managers located in the larger points. 

The bond guarantees 4% percent interest on 
each instalment. The premium is* $100 per 
annum and at the end of‘ten years $1,000 will 
be paid the bondholder, together with a share 
of the profits. A sample of the 
follows: 





contract is as 


The Middlesex Banking Company, a Corpo- 
ration of the City of Middletown, 
Conn. 

This is to certify that in consideration of 
the sum of one hundred dollars and the fur 
ther payment of a like amount on each anni 
versary of the date hereof for nine (9) years 
by Thomas F. Ryan, hereinafter called the 
owner, the Middlesex Banking Company of 
(Middletown, Connecticut, hereinafter called 
the banking company, promises to pay to the 


owner ten (10) years from the date hereof 
the sum of one thousand dollars in gold. 
The banking company further agrees until 


maturity hereof to pay to the said owner on 
each anniversary of the date hereof interest 
at the rate of four and one-half (4% per 
cent per annum on each full annual instal 
ment therefore paid. 

This bond is subject to the privileges and 
conditions indorsed hereon, which, together 
with the application herefor, are made a part 
hereof. The performance of this bond is se- 
cured by the deposit of securities with the 
Columbia Trust Company of Middletown, 
Connecticut, as trustee, under a trust agree 
ment dated the first day of September, 1904. 

This bond shall not be valid unless said 
trustee shall execute its certificate hereon. 

In witness whereof, the Middlesex Banking 
Company has caused these presents to be ex 
ecuted by its president and its corporate seal 
attested by its secretary, to be affixed this first 


day of September, 1904. 
THe Mippitesex BANKING COMPANY. 
By : 
esident. 


[ Attest] j Pr 


Secretary. 
This bond is issued under and secured by the 
agreement of trust referred to herein. 
Tue CotumpiA Trust ComMPAny. 
BY dian dara teetvura ns 
PRIVILEGES AND CONDITIONS. 

This bond shall not be 
first instalment has been 
company in cash. j 

All payments herein provided, either to 
or by the owner, are due at the banking com- 
pany’s office in the city of Middletown, Conn., 
and such payments due the banking com 
pany may be made elsewhere only in ex 
change for its receipt signed by its president, 
— president, secretary or assistant secretary 

As.security for the performance of this 
bond the banking company covenants and 
agrees that it will at all times, until perform 
ance hereof, have and keep assigned, trans 
ferred and delivered to the Columbia Trust 
Company of Middletown, Conn., in trust, ac 
cording to the terms of the said trust agree 
ment, moneys, bonds issued by the United 
States of America, or municipalities thereof, 
notes or obligations secured by first mortgage 
on real estate or other securities, such as 
banks and trust companies invest in, to such 
an amount as shall at all times equal the re 
serve value shown in the following schedule. 

The owner at any time, all instalments 
having been paid to such time, may surren 
der this bond and have issued to him the 
direct obligation of the banking company to 
become due at the muturity hereof, for the 
amount shown in the accompanying table to 
be its then paid-up value; or 

Upon such surrender, the amount shown 
in the accompanying table to be its then 
reserve value shall be paid to the owner by 
the banking company in cash; but 

the owner shall default in the payment 
of any instalment herein provided, and within 
sixty (60) days thereafter shall neither sur- 
render this bond nor exercise either the above 
privileges, the banking company will hold the 


until the 
banking 


valid 
paid the 
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amount available herefrom without 
subject to the order of the owner. 

5. At any time, upon the assignment of this 
bond as security, the banking company will 
lend the owner a sum not exceeding the 
amount shown in the accompanying table to 
be its then loan value, provided that all instal- 
ments have been~ paid for a period of one 
year next succeeding the date ot the loan; 
the terms of such loan to be mutually agreed 
upon. 

All bonds issued during the ‘same fiscal 
year beginning each first day of September 
shall for the purpose of division of the profits 
be classed together. Upon maturity hereof 
all instalments having been: paid to such time, 
the banking company agreés to pay to the 
owner a divisible share of the profits on all 
bonds of like tenor issued during said fiscal 
year, and the amount as determined by the 
trustees of the company shall be conclusive. 

7. Should the owner default in the payment 
of any instalment the banking company wii) 
waive such default, provided the amount of 
such instalment with interest at five (5) per- 
cent per annum be tendered within thirty (30) 
days thereafter. 

This bond is absolutely nonforfeitable 
after two full years’ payments have been made, 
but if the owner should prior thereto make 
default in the payment of any instalment 
herein provided this bond shall be satisfied. 

g. No assignment of this bond shall bé 
valid unless such assignment be endorsed 
hereon and this bond be presented at the 
office of the banking company for record. 

The banking company reserves the right 
to redeem and cancel this bond five years from 
the date hereof upon payment to the owner 
of all instalments theretofore paid, together 
with a surplus of twenty-five (25) percent. 
Ninety days’ notice of such redemption shall 
he given by mailing such notice to the owner 
to his address as it appears on the books 
of the banking company. 

11. No agent may modify the terms of this 
bond or the application therefor, or bind the 
company by any promise, representation or 
statement not contained herein. 
TABLE PAID-UP, RESERVE 

VALUES. 


Reserve. 
End of Year. 
i $ 76 


interest, 


OF AND LOAN 


Paid-Up Values. 


é Loan Values. 
Kind of Year. 


End of Y ear. 


oe 1,000 
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IT IS WORK WHICH COUNTS. 


10th 1,000 10th 


Any man who will work not less than eight 
hours every day, seeing within those eight 
hours not less than six men, can secure -$r£00,- 
oco and more of paid-for insurance in twelve 
months. More life insurance men fail be- 
cause of lack of energy than for any other 
reason. The difference between the $100,000 
man and the man who faiJs as a solicitor is 
simply the difference between diligent, earn- 
est, persistent work, and driftless, aimless ef- 
fortless existence. You should be a $100,000 
man. There is no good excuse for your not 
being a man of that caliber.—Illinois Life Bul- 
letin. 
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YOUTH IS NOT A SIGN OF WEAKNESS. 

It is not advisable to be too quick to con- 
demn a company because it is young. There 
are plenty of representatives of the old com- 
panies who are ready to predict that this or 
that company will not be in the business ten 
years from now. President Winston of the 
Mutual Life advised his friends not to take 
stock in the Equitable when Mr. Hyde was 
starting it, as it would not last long. A man 
who was then a general agent of the Washing- 
ton could have had the general agency of the 
Equitable for a fine territory if he had wanted 
it, but he declined because he had no confi- 
dence in it; it was too young. There is just 
as much vigor and determination in the men 
hehind some of the young companies of to- 
day as there was behind others whose youth 
was scoffed at years ago and which have left 
the scoffers far behind, and some of the men 
who make dire predictions about the “babies” 
of to-day will live to see how’ foolish they 
were, ~ 


| 








GOSSIP ON LIFE INSURANCE. 


Many companies, in order to. meet the pro- 
test against losing all dividends inecase of 
death, have found it expedient to issue policies 
guaranteeing the dividends in addition to the 
face of the ‘policy. Enough extra premium, 
however, is added to cover the increment, so 
really the policyholder is not much the gainer. 
This dividend is regarded as term insurance. 








The Canada Life at its home office is taking 
a practical way of securing an efficient ex- 
ecutive staff. After business hours each day 
the clerks assemble in the board room of the 
company, where classes are conducted by the 
department managers. Instruction is not con- 
fined to technical or actuarial subjects, but in- 
cludes grammar and composition,-: algebra, 
arithmetic, geometry, bookkeeping and geog- 
raphy. The course was started on account of 
the dearth of young men competent to fill im- 
portant positions, and next year more ad- 
vanced work will be taken up. About twenty- 
five clerks, are attending the classes. 


A story is told of C. H. McDowell, general 
agent of the Equitable of lowa at Indianap- 
olis. He had been working for some time on 

$10,000 case and .was finally told by the 
prospect that he had taken the insurance with 
a large eastern company. 

“Well,” said McDowell, “I am rather glad 
you did, for I don’t think you are a very good 
risk.” 

“I do not understand that. You and oth- 
ers worked with me and that company ac- 
cepted me. What makes you think I am not 
a good risk?” 

“You turned down a company that has 
about the highest rate of interest for one that 
has about the lowest; a company that has 
about the lowest death rate for one that has 
about. the highest; one that has absolute se- 
curity for one that has no security except the 
integrity of its officers; one that pays annual 
dividends for one that does not pay any unless 
you live and pay for a long period. I think a 
man that will do that don’t know enough to 
get off the track when he sees a train coming 
and is not a good risk.” 


Some time ago a Chicago life insurance man 
sent out to various addresses in the city cards, 
requesting those receiving them to fill out 
certain blanks and return them to the sender, 
when he would be pleased to call and give 
the inquirer such information as he might de- 
sire about policies of the company he repre- 
sented. One card came back from a doctor 
saying the agent might send him information 
by mail, provided he would not call. The 
agent held the card for two or three weeks 
and finally decided to call. He found the 
doctor an apparently splendid risk, uninsured, 
and enjoying a good practice. After some con- 
versation, during which the agent had not 
stated his business, he put this question to 
the physician: 

“Doctor, if a man were to write to you 
that he was sick and would like-to have you 
prescribe for him on condition that you would 
not call, what would you think of him?” 

The doctor expressed himself plainly as to 
what kind of a fool he would consider such 
a person. 

“Doctor, you are the man,’ said the agent. 

It was a surprise to the physician, but when 
the matter was explained to him, he saw the 
point, The agent wrote him. 


Charles B, Cleveland, general agent of the 
New England Mutual Life at Chicago, was 
in a reminiscent mood the other day, and told 
some facts about the old days in the business 
which would surprise agents whose experience 
is only of the present. Mr. Cleveland has been 
in the business long enough to mature one 
thirty-year endowment and a number of 
twenty-fives that he wrote in his earlier ex- 
perience. Said he, “When I started in life in- 
surance the companies paid general agents 15 
percent commissions and 7 percent renewals, 
and they generally paid solicitors 12 percent 
and § percent renewals. After a time the 
Mutual Life of New York raised >quite a com- 
motion by paying 25 percent to general agents 
and 5 percent renewals. That was figured as 
being equal to the former scale, and the New 
England Mutual soon adopted it also. Then we 
paid agents 20 percent and 3 percent renewals, 
although I remember that one agent, who was 
considered a particularly valuable man, did 





get 22 percent. Then the Mutual Life later 
adopted a new course, which some of us 
thought was reckless in the extreme. It came 
forward with a proposition for 40 percent 
brokerage. Agents, as a rule, made more 
money in those days than they do now, for 
rebating was unknown.” 


The Equitable Lunch Club, organized by the 
agents of the office of Manager Martin A. 
Marks at Cleveland, has proved a great suc- 
cess as a means of instruction and keeping up 
enthusiasm in the work. The city agents meet 
each Saturday afternoon and the time is ‘spent 
in disc:ssing the work of the week. Difficult 
problems that have been met are brought up 
for solution and any agent who has success 
fully solved any of them gives his experience, 
with plans adopted. These meetings are especi 
ally helpful to the men just beginning, but 
they have also proven to be an aid to the older 
men in the work who are constantly meeting 
new questions and novel obstacles. Once a 
month the entire agency force under Mr. 
Marks’ management, or as many of them as 
can, meet and discuss matters of interest 
over the territory. This “getting together’ 
strengthens the bonds between manager and 
agents and among the agents themselves, so 
that they are a constant aid to each other. 
Herman Moss is president of the Equitable 
Club. 

Frank A. Bridge, district manager of the 
Bankers Life of New York at Chicago, tells 
an incident in his experience illustrating the 
sad mistake a woman made in opposing life 
insurance. Ten years ago Mr. Bridge was 
working for the New York Life in Lake 
county, Illinois. There were many Germans 
there, and the pastor of a Lutheran church 
preached against life insurance, denouncing 
it as “blood money.” Mr. Bridge got after a 
German farmer out in the field and closed him 
for $5,000, and they went up to the house to 
make out the application. The man requested 
his wife to bring pen and ink, but she sus- 
pected what was up and set the dog on Bridge. 
He reached his buggy just in time to avoid 
trotble. The farmer had a $4,000 mortgage 
on his farm. Six weeks after this incident 
he died of brain fever and later his wife lost 
the farm. 

Here is encouragement for a beginner. A 
Chicago life insurance men remarked recently, 

“I saw this morning. He is feeling 
good, as he wrote $250,000 in the last thirty 
days. The medical department rejected $150,- 
o0co; there was $25,000 he could not deliver; 
he had to rebate $15,000; he collected full 
premium on $10,000, and $50,000 i is still pend- 
ing.” 


Some of the Sdinws: are telling that Col. 
F. L. Morrell, manager of the Manhattan Life 
at Chicago, carries an application for $10,000 
with him all the time; and every time he secs 
a certain brother agent, who asks how business 
is, he springs the same old application and 
shows him all but. the signature, which is 
not there.” He has’ plenty with a signature, 
however. 











SHOULD NOT CALL IT “COST.” 


Many an otherwise splendid argument 
has been injured by the use of a word 
which fits like a square peg in a round 
hole. Do you ever tell a man, when you 
sell him a policy, that it COSTS him so 
much? That word “COST” was invented 
to scare away the man solicited for in- 
surance. It more than counterbalances 
what the policy is going to do in the 
future. It does not cost to save money. 
When a man adds to his savings in th 
bank he does not complain because i 
COSTS him so much. He has not spen' 
it. “Spent” means used up. To “deposit 
means to store up. Which of these chat 
acteristics has life insurance? This: I: 
requires» a man to deposit a certai! 
amount each year in order that he ma} 
gain the amount aimed at by a certaii 
time, or on a certain contingency. 

A life insurance contract states the sum 
total of deposits a man aims to reach 
Death can only stop the deposits by con 
summating them. Come to think of it 
“DEPOSITS” is the word.—Travelers 
Record. 























